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Why Farm 


Farm Mortgages 


Are Non-Fluctuating and do not pass 
dividends. 


Are Dependable Income Producers which do 
not shrink in value. 


Are not affected by deflation, inventory 
losses or other incidental factors of busi- 
ness readjustment. 


Are backed by a steady and constantly grow- 
ing demand for products of the farm. 


Are protected by the borrower's determination 
not to let his property deteriorate, for his 
farm is his home and kingdom. 





Mortgages? 
Other Securities 


present many hazards in large cities. A slump 
in business means lower rents. Suburban 
transportation causes the good location of 
today to become the bad location of tomorrow. 


INDUSTRIAL BONDS 


are very uncertain. No one knows how far 
manufacturing plants will be affected by the 
readjustment process. 


PUBLIC UTILITIES 


cannot finance themselves adequately with 
equipment depreciating in value. 


RAILROAD BONDS 


of all kinds require the keenest investment 
judgment to prevent loss. 


These are the reasons why the large life insurance companies and ultra conservative sav- 


ings banks give preference to farm mortgages. 


These are the reasons why you should do likewise. 


Collins Farm Mortgages net 7% per annum and have stood! for absolute protection for 37 
years. To invest in them once means to invest in them always. 


——Send For Booklets—— 


The F. B. Collins Investment Co. 


Members Farm Mortgage Bankers’ Association of America 


SALES OFFICE: 
727 Monadnock Block 
CHICAGO 


HOME OFFICE: 
OKLAHOMA CITY 
Oklahoma 
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Insurance in Force, Over $52,000,000.00 





WE HAVE FINE TERRITORY OPEN FOR THE RIGHT MEN 





H. J. C. HIRSCHMANN, Manager for Minnesota, North Dakota 
and South Dakota—409 Essex Building, Minneapolis, Minnesota. 





FOR DISTRICT GENERAL AGENCY IN OTHER STATES, ADDRESS 


Reserve Loan Life !sszance,Company 
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Twenty-Fifth Year No. 34 


COMPANIES SPLIT 
ON PLAN FOLLOWED 


Eastern Companies Announce 
Rates for the Noncancellable 
Disability Policy 


DIFFERENCE AS TO VALUE 


Pacific Mutual and Continental Casualty 
Have Same Waiting Period for 
Accident and Health 


NEW YORK, Aug. 24.—The 
Travelers, Connecticut General Life and 
Aetna Life have issued rates on 
noncancellable health 
surance, they being uniform throughout. 
These policies differ from those that the 
issuing in that 
there is no waiting period so far as acci- 
dent insurance is concerned. They pro- 
vide accident benefits from the inception 
The waiting period is en- 
tirely confined to sickness. All three 
companies issue the noncancellable acci- 
dent policy with no health insurance 
provision. Then follow other forms 
with different periods of elimination 
when there is no health indemnity paid. 


Will Follow Different 


new 


and accident in- 


companies have been 


of disability. 


The Continental Casualty of Chicago 
and the Pacific Mutual L ife have not yet 
issued their new rates on this form of 
policy. It is surmised here that both 
these companies will depart from the 
procedure set by the easterners. From 
all that can be learned, the Continental 
Casualty and Pacific Mutual Life will 
issue policies with the same waiting 
period for accident as for health. This 
will enable these two companies to 
grant lower rates. It is thought that 
their rates will not be promulgated un- 
til the middle of next month. Vice- 
President H. A. Behrens of the Conti- 
nental Casualty has been spending the 


mer in Los Angeles, which is the 
home office city of the Pacific Mutual 
Life, and it is stated that he has been 


onference with the 
people as to the policy the 
es will follow. 


two com- 


Difference of Opinion 


\s is known, there was considerable 
difference of opinion when the commit- 
tee working on the noncancellable 
‘ met in this city some weeks ago, 
ially on the value of the different 
ting periods. The differences were 
especially marked at the older ages in 
the longer periods, 
insurance men are particularly 
ested in the noncancellable policy, 
hey find that their assureds and 
cts are attracted to this form as 
plement to their life insurance. 
retore, life insurance agent ill be 
salesmen for the nonca  cllable 


Pacific Mutual | 


The casualty companies writing 


form therefore are 
sly the life 
ing to 

+} 


cultivating as- 
insurance men en- 
contract with 
e¢ noncancellable policy. 
(CONTINUED ON PAGE 20) 
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LIFE INSURA 


CLEVELAND MEETING PLANS | 


Some Interesting Features of the Con- 
vention of the National Life 
Underwriters Association 


NEW YORK, Aug. 
Colby finds he cannot attend the Cleve- 
land meeting as announced, Chief Jus- 
tice W. H, Taft of the United States 
Supreme Court has been Invited, 


Official announcement has just been 


made by Everett M. Ensign, executive 
secretary of the National Association of 
Life Underwriters, that Bainbridge 
Colby and Harry F. A. Atwood will be 


the honor guests and speakers at the 
annual banquet Tuesday evening, Sept. 
6. Mr. Colby was secretary of state 
during the latter portion of Woodrow 
Wilson’s administration, and is now a 
law partner of the ex-president. His 
subject has not been announced. Mr. 
Atwood’s subject will be “The Con- 
stitution, the Best Life Insurance Policy 
Ever Written.” President Orville 
Thorp will act as toastmaster. 
Additional points of interest regard- 
ng the program for the business 
sions are now given out. The invocation 
at the opening session will be offered 
by the Rev. Dilworth Lupton, D.D., 
pastor of the First Unitarian Church, 
Cleveland. W. E. Bilheimer is to have 
charge of the president’s prize contest, 
entitled “My Best «Selling Suggestion,” 
instead of G. M. Lovelace, who will be 


ses- 


unable to be present at the convention. 
The opening of the convention on 
Labor Day has caused considerable 


crit‘cism on the part of those planning 
to spend the holiday with their friends 
and families. It is understood that the 
date was thus intentionally fixed in the 
belief that it would appeal to delegates 
coming from a distance, although it is 
conceded that the arrangement will 
probably reduce local attendance at the 
first session. 


West Coast Mortality Low 


In se nding out stockhoiders’ dividend 
checks for the second payment of the 
annual dividend of 10 percent, Charles 
W. Helser, vice-president of the West 
Coast Life, announces that the mortality 
rate for the first seven months of 1921 
is considerably better than 1920 and that 
the savings were more than sufficient 
to meet the stockholders’ dividend re- 
quirements. 

For the purpose of introducing the 
rew home office agency § supervisor, 
Fred S. Stripp, to the San Francisco 
agency men of the West Coast Life, a 


business meeting and luncheon was held | 
Vice- | 


Monday of this week at which 
President Helser presided. The mect- 
ing was held in the company’s new 
home office building. The company it- 
self has found it impossible to move its 
home office to the new building in Sep- 
tember, as planned, owing to the build- 
ers’ tie-up. 
sidering the addition of two stories to 
the building with the idea of having 
extensive quarters for employes on t¢! 
top floors. 


ic 


24.— Bainbridge 


The company is also con- | 
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FOR MASSACHUSETTS MUTUAL 


Casualty Will Write the 
Double Indemnity Feature on All 
the Life Policies 


| Continental 


The Massachusetts Mutual Life has 
made an arrangement with the Conti- 
nental Casualty of Chicago whereby the 


latter company will issue a joint policy 
on any form written by the Massachu- 
setts Mutual Life providing double in- 


demnity in case of accident. The char- 
ter of the Massachusetts Mutual Life 
| does not permit it to write accident in- 
surance. The Continental Casualty has 
issued rates for the ordinary life policy, 
the accident insurance ceasing at age 65. 
This is a flat rate until that year. Un- 


der the endowment form, the accident 
insurance ends with the maturity of the 
policy In the limited payment lite 


Continental Casualty natur- 
more for its accident 
insurance than normally because the 
accident as well as the life insurance 
becomes paid up with the end of the 
premium paying period. An employ 
of the Continental Casualty will be lo 
cated at the home office of the Massa 
chusetts Mutual Life in order to issue 
Continental Casualty policies. In case 
of total and permanent disability, the 
Continental Casualty policy provides 
for a waiver of premium. 
Many Massachusetts 
agents will also sell the 
health and accident policy 
tinental Casualty These companies 
stand very high in the insurance world 
and the joint policy will be attractive 


forms, the 
ally has to charge 


Mutual Life 
noncancellable 
of the Con- 


Bankers Life Denver Meeting 


H. J. Alexander, president of the 
First National Bank of Denver, and 
Charles M. Reed of the Retail Credit 
Men’s Association of Denver, were the 
principal speakers at the opening ses- 
sion of the district convention of the 
Bankers Life of Des Moines at Denver 
last week. The convention opened with 
a luncheon Saturday and _ continued 
through Monday and Tuesday ae 
Knight, district agent for Colorado and 
Wyomine, was chairman of the conven 
tion. About 100 agents and district 
managers attended. 

Mr. Reed emphasized the importance 
of insurance in connection with credits 
| Mr. Alexander discussed financial con- 
ditions and the part played by insurance 
helping to stabilize the 
Commissioner Wil- 


|} companies in 
financial condition 


son was the chief speaker Monday. 
lohn Richert, cashier of the First Na- 
tional Bank of Rocky Ford. Col.: F. W. 


Cooler, cashier of the Boulder National 
Bank, Boulder, Col.: E. W. Nothstine, 
general sales manager of the B ankers 


regional director of 
the company for six western states, and 
Vice-President G. S. Nollen were on the 
program for the last day. 

Mr. Nothstine’s talk brought out that 
|a Colorado man. C. A. Sneider of 
Greeley, was the fifth best salesman of 
the company in July, and also that the 
Denver district office was the second in 
| the west in the first half of the year in 
' point of sales 


Life: E. G. Sauires, 


$3.00 per year, 15 Cents a Copy 





|NEW SPEAKERS ADDED |TO HAVE JOINT POLICY | NOLLEN OPTIMISTIC 


OVER THE CONDITIONS 


the Bankers 


Life Has Returned From 


Vice-President of 
a Long Trip 
TIMELY OBSERVATIONS 
Believes That People Have Taken Their 
Punishment Philosophically and 


Are Ready for Business 


DES MOINES, IA.,, 


ness men in all the 


Aug. 24.—Busi- 


country west of the 


Missouri River are optimistic with re- 
according 
report ol G S Nollen, 


Bankers Life, 


just returned from a business trip, dur 


gard to the business outlook, 
to the 


president of the 


vice 
who has 
ing which he has visited 17 agencies of 
the company. 
“We met 


practically 


leading business men in 


every city ot tmportance 
River, and found 
men are looking 
said Mr. 


consensus ol opini mn 


Missouri 
everywhere that these 
forward to better 
Nollen. “It is the 


west of the 


business,” 


mong field men that people have gen 
erally recovered from the shock of a 
rapid change in conditions and that 
they have become reconciled to cons« 
quent losses with the result that they 


determination to make 
revival 


are firm in their 

every possible contribution to a 

of prosperity in the future. 
Salesmen Are Optimistic 


‘All of our salesmen are exceedingly 
optimistic about our own business, and 
our record production in the west, as 
well as in the nation at large, is evi- 
dence that there is some real basis for 
the feeling of optimism which is abroad 


in the land This record business of 
the company shows that business men 
have kept a reasonable and logical atti 
tude because they realize the stabiliz- 


ing influence of life insurance as a busi- 
ness factor. 

“We learned in Texas that the farm- 
ers of that great commonwealth put in 
crops at the lowest cost since 1914, and 
they look forward to a profitable dispo- 
sition of their crops they will 
be able to sell their cotton at a very 
low price and still make money on the 
hasis of the low cost of production, We 
found in the intermountain states of 
Idaho and Utah, where a series of bad 
vears has resulted from extremely dry 
weather, that a rainy season has been 
experienced this summer and that crops 
are in a splendid condition with every 
promise of a bountiful and profitable 
harvest. ; 


because 


Grape Industry Prosperous 


“The slogan in the states of the 
Pacific Coast is ‘Business as Usual,’ and 
vnder such conditions there is very lit- 


tle conversation about business condi- 
One of the unusual features of 
the present times, as far as California 
is concerned, is the surprising fact that 
in spite of prohibition, .the grape indus- 


try has grown and prospered amazingly 


tions, 
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in the last few years. The grape grow- 
ers have increased their vineyards, have 
raised greater crops, and with much 
greater yields they are getting higher 
prices than before prohibition went into 
effect, business being, therefore, more 
profitable than ever. Many grape grow- 
ers planned to pull up their vines when 
prohibition went into effect and there 
was universal mourning among the men 
interested in the vineyards of California 
until it developed that the grape-grow- 
ing business has prospered more under 
prohibition than it ever did before. 

“Favorable conditions operate in 
practically all of the great western states 
of the nation, and there seems to be 
every reason to believe that general con- 
ditions will mean good business in those 
states during the coming fall and win- 
ter.” 


New Life Reinsurance Company 


Legal notice of intention to organize 
has been published by the Allied Amer- 
ican Life Reinsurance of New York, 
with the Allied American Reinsurance 
and the Allied American Casualty Rein- | 
surance, to write all forms of insurance 
except livestock and credit. The Allied 
American Life will write life and acci- 
dent and health insurance. The leading 
name among the incorporators is Henry 
L. Rosenfeld, for many years vice-presi- 
dent .of the Equitable Life. Mr. Rosen- 
feld is now United States manager for 
the Western Alliance Reinsurance and | 
the Consolidated Reinsurance of Lon- | 





|} 120 feet on 


NEW HOME OF THE ILLINOIS LIFE 


OT later than May 1, 1922, the 

Illinois Life will move into its own 

home office building, to be erected 
in the 1200 block on Lake Shore Drive, 
one of the most exclusive residence sec- 
tions of the city. The announcement of 
the company’s building plans, made in 
Chicago daily papers last week, caused 
something of a sensation among Chi- 
cago real estate men. The Lake Shore 
Drive is Chicago’s most exclusive resi- 
dential thoroughfare. It is the show 
street of the so-called Gold Coast. The 
section where the Illinois Life will build 
is lined with high grade apartments and 
fashionable residences. On Lake Shore 
Drive from Chicago avenue to North 
avenue, a distance of one mile, there 
is at the present time no office building. 
This section of Chicago has recently 
been greatly improved through the erec- 
tion of the Drake hotel. 

To Build Beautiful Structure 


The Illinois Life’s new home, shown 
on this page, will be of Indiana white 
limestone, and two stories in height. It 
will be designed after the character of 
a 12th century French palace. The 
structure will cost $500,000 and will 
stand on a lot 192 feet on the boulevard, 
Scott street, and with a 
good-sized frontage on Stone street. In 
other words, the company will face di- 
rectly on three streets. The land and 





building will represent an investment on 
the part of the Illinois Life of approxi- 
mately $1,000,000. The company has 
completely outgrown its present quar- 
ters in the Otis building at La Salle and 
Madison streets. 

Regarding the building plans of the 
Illinois Life, Vice-President R. W. 
Stevens says: “It is the intention of the 
| company to erect a building which in 
| character and design will conform to 
| the dignity of the neighborhood. And 
it has not been considered inappropriate 
to give the structure something of a 
| residential character in outward appear- 
| ance. It is hoped that the simplicity and 
| dignity of its design will prove a credit 
| to the neighborhood, and that the re- 

straint exhibited by this company will 
| be followed by others who may build 
in the neighborhood.” 





Company’s Growth in 10 Years 


In connection with the Illinois Lifa 
move, it is interesting to note the re- 
markable progress that the company 
has made during the last ten years. 
When the Illinois Life leased its pres- 
ent home office quarters in the Otis 
| building ten years ago, it had 81 home 
| office employes; $54,119,042 insurance 
| in force, $8,125,139 assets and $589,994 
| capital and surplus. On Jan. 1, 1920, 





| (just ten years later) the company had 


161 employes, $128,582,376 insurance in 











force, $17,639,872 assets and $1,290,514 
capital and surplus. These figures show 
that the company has more than dou- 
bled its business in every department 
within ten years. 

Other Chicago Companies 


Chicago insurance companies are 
gradually deserting the business section 
of the city. Some years ago, the Farm- 
ers National Life purchased an old resi- 
dence at 34th and Michigan which it has 
remodeled and made into an attractive 
home office building. The Federal Life 
for some years has owned its own home, 
an attractive white-tile structure at 166 
North Michigan avenue, somewhat re- 
moved from the main business section 
of the city. The National Life, U. S. A., 
owns its own home office building at 29 
South La Salle street, which, however, 
is in the heart of the financial district 
The Old Colony Life recently erected 
the building at 181 West Quincy street, 
running through to Jackson boulevard 
and having frontage on Wells street 
The American Bankers has for several 
years been housed in its own building 
on East Ohio street near Lake Shore 
Drive. The Peoples Life some years 
ago purchased the big office building at 
the corner of Wells and Randolph 
streets. The Continental Assurance, the 
life insurance running-mate of the Con- 
tinental Casualty, is domiciled at 910 

South Michigan avenue, 
quite a distance from the 
business center of the 
city. The Public Life has 
announced plans for 
building its own home 
office structure on the 
west side within the next 
year or two. 
District Developing 


The district in which 
the Illinois Life will be 
located is rapidly devel- 
oping into an important 
business center. The 
Henry Evans group of 
fire companies recently 
announced the purchase 
of a plot of land, upon 
which is to be erected a 
12-story office building 
for the use of these com- 
panies. This building is 
but a few blocks removed 
from the new home office 
location of the [Illinois 
Life. The completion of 
the so-called boulevard 
link in Chicago is chiefly 
responsible for the great 
real estate development 
of this section. Another 
important fire company, 
the National Liberty, 
moved its western de- 
partment headquarters to 
207 North Michigan bou- 
levard about a year ago 
thus locating in the sam¢ 
general district. T he 
London Guarantee is to 
have a big home office 
building nearby. One of 
the finest office buildings 
in the West, the Wrig- 
ley building, stands at 
the north entrance to the 
boulevard link. The Chi- 
cago Tribune will, as 
soon as building condi- 
tions become normal, 
erect opposite the Wrig- 
ley building the tallest 
office building west of 
New York City. There 
are various other plans 
on foot for the business 
development of this sec- 
tion of Chicago. 
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GUARDIAN CONVENTION 
WAS MOST. SUCCESSFUL 


More Than 130 Managers and 
Agents in Attendance at Meet- 
ing at Cleveland 


HUNT MEETS FIELD MEN 


New Superintendent of Agents Makes 
Favorable Impression—Hansen 
Gives Optimistic Talk 


CLEVELAND, O., Aug. 20.—The 
fourth annual convention of the field 
men of the Guardian Life, which closed 
here today, was perhaps the most im- 
port.’ and successful event of the kind 
in the history of the company. More 
than 130 managers and agents were 
present and all of them gave themselves 
over to real work, as it was felt that the 
benefits of exchanging ideas and experi- 
ences is of greater importance now than 
ever before. 

At the Wednesday morning session 
Vice-President T. Louis Hansen deliv- 
ered an address of welcome on behalf of 
the company. He complimented the 
men on their excellent work during the 
past year of the Guardian Leaders’ Club 
in connection with which the conven- 
tions are held, and then gave his atten- 
tion to an analysis of business conditions 
as they are at present. Mr. Han- 
sen is very optimistic as to the future 
of life insurance and offered figures to 
show that the per capita sum spent for 
life insurance premiums amounts to oniy 
3 cents per day. He declared his belief 
that this amount will be materially in- 
creased within a short time. It is wise 
for agents to seek out the promising 
fields of business. 

New Superintendent Meets Men 


George L. Hunt, recently appointed 

superintendent of agents, had his first 
opportunity to meet the company’s field 
men in such a large body. In his ad- 
dress he spoke of the essential things 
that are necessary for successful sales- 
manship. The Guardian field men ex- 
pressed their pleasure over the acquisi- 
tion of a man of such ability and train- 
ing to lead them in their work. 
_ Director of Finance C. S. Metcalf de- 
livered the address of welcome in behalf 
of the city in place of Mayor William 
S. FitzGerald, who found it impossible 
to be present. E. Elmo Martin ° of 
Cleveland closed the forenoon program 
with one of his “pep” talks. 

In the afternoon the time was de- 
voted to the possibilities of life insur- 
ance under present conditions. The 
speakers were O. E. Stewart of Savan- 
nah, Charles F. Kuhns of Baltimore and 
Walter Grosser of Chicago. 


How to Start Prosperity 


Among other things Mr. Kuhns said: 

Prosperity is not going to start until 
we start it ourselves. Eat your break- 
fast an hour earlier and your dinner an 
hour later. Cut out your lunch. Insur- 
ance can be sold now as at any other 
time, but hard work and perseverance 
are required.” 

It was advised that agents select their 
Prospects carefully. There are people 
who have not been affected by the finan- 
cial depression and others who are and 
have always been able to do what they 
wish. If this is done and hard work 
and persistency are employed, the 
speakers insisted, that a good business 
can be done. 

One of the features of the morning 
session Thursday was the sales demen- 
stration. Harold Pearce of Cleveland 
delivered an address on the “Life In- 
come Endowment,” and the question 





MEET AT HOME OFFICE: 


300 GATHER AT SPRINGFIELD 





Massachusetts Mutual Life Men Hold 
Rousing Convention—Strong Talk 
by W. W. McClench 





SPRINGFIELD, MASS., Aug. 24.— 
Over 300 agents of the Massachusetts 
Mutual Life gathered here last week for 
the twenty-ninth annual convention of 
the agents association of the company. 


The meeting fairly teemed with sales- | 


manship material for use in the field. 





Frank T. McNally, general agent at | 


Minneapolis, and president of the| 
agents’ association, presided at the 
opening session. W. W. McClench, 


president of the company, delivered the 
address of welcome and made particular | 


mention of the fact that a large number 
of women have joined the ranks of the 
Massachusetts Mutual during the past 
year. 

He said that agency gatherings al- 
ways have a stimulating effect upon 
those that attend, and that they take 
home with them to their respective 
fields renewed energy and confidence in 
their work. Mr. McClench said that the 
life insurance salesman is doing the 
greatest educational and humanitarian 
service being performed today. He 
urged those at the meeting to take an 
active interest in civic enterprises, not 
only as citizens, but as members of the 
life insurance profession. He strongly 
urged his hearers to take their own 
measure and study the meaning of re- 
sponsibility. 

Address by George M. Parks 


Following Mr. McClench’s address 
the rest of the morning was given over 
entirely to sales talks and selling dem- 
onstrations. George M. Parks of Provi- 
dence, R. I, the largest personal pro- 
ducer of the company, and who has 
been in the service for 32 years, gave 
a brief talk on present-day conditions. 
The feature selling demonstration of 
the meeting was that of Miss Alberta 
Allen, selling an annuity to Miss Alma 
Gibson Robb. At the conclusion of the 
final business session Harry I. Davis 
of Atlanta, Ga., was elected president 
of the agents’ association for the ensu- 
ing year. 

Other Talks Given 


John M. Dingle of the Chicago Gen- 
eral Agency of Bokum & Dingle gave 
a talk on the “Standardized Sales Talk.” 
Frank G. Hodskins, the counsel of the 
company, gave an address. The strong- 
est delegation came from Cleveland, O., 
which sent 26 agents to the meeting. 
Spencer Welton, vice-president of the 
Fidelity & Deposit Company of Balti- 
more was a visitor throughout the 
meeting, being a guest of the company. 








box was opened, in charge of Valentine 
Howell, associate actuary of the com- 


any. 

In the afternoon Carl Heye, president 
of the company, greeted the gathering. 
For two weeks there had been a cam- 
paign in honor of the four H’s of the 
company, and following Mr. Heye’s re- 
marks, applications amounting to 
$1,541,880 were presented to him. The 
men received his thanks for their good 
work. 


Discussion of Prospect Bureau 


The remainder of the time was spent 
in a discussion of the prospect bureau, 
conducted by the home office, and how 
the greatest benefit can be obtained 
from it. Names are sent to the bureau 
by the agents, and real letters are writ- 
ten to these prospects, explaining the 
benefit that can be offered them through 
certain kinds of contracts, although in- 
surance is not mentioned. Memoran- 
dum books are sent to those who reply. 
The percentage of replies is 26 and the 

(CONTINUED ON PAGE 16) 








PEORIA LIFE REPORT 


_ 


FEATURES OF EXAMINATION 





Illinois Department Makes Interesting 
Comment on Some of the Activities 
of This Company 





The Illinois department has made 
public its report of the examination of 
the Peoria Life. Among other things, 
the examiners say, “The company paid 
all claims on account of death due to 
military service in full and returned all 
extra premiums collected on account of 
war risk. This involves a loss to the 
company of $21,170, for which it is en- 
titled to praise. In speaking of items 
chargeable to the procurement of new 
business, the examiners find that $205,- 
842 was so used in 1920. The examiners 
state that high pressure methods were 
not employed. The investment in new 
business is justified by its volume and 
character. 


Home Office Building 


In speaking of the new home office 
building, the report says that the officers 
estimate that the rentals will yield a 
gross amount of $260,000 which will re- 
sult in a net return of 10 percent on the 
investment. The building and lot are 
free from any incumbrance of any kind. 
The building was erected out of the cur- 
rent receipts of the company and no 
money was borrowed to pay for it. Re- 
garding the company’s loans, the report 
says that practically all of its invested 
assets other than policy loans and bank 
deposits not represented by the home 
office real estate, are invested in mort- 
gage loans. The greater part of these 
loans are on improved farm properties 
in Illinois and Iowa. No cases were 
discovered for which the amount of the 
loan exceeded 50 percent of the ap- 
praised value of the property. Presi- 
dent Emmet C. May of the company 
personally inspects a large number of 
the loans made outside of Illinois. The 
report says, “We are of the opinion that 
the mortgage loan department of the 
company is well conducted and that the 
loans are made and looked after in a 
manner which properly safeguards the 
interests of the policyholders.” 


Agency Department Work 


Regarding the agency department the 
report says, “The company has a well- 
developed agency force which extends 
into Illinois, Iowa, Missouri, Nebraska, 
Kansas, Michigan and Kentucky. Ap- 
proximately 400 agents are employed. 
The large increase in the volume of new 
business during the latter part of the 
period covered by this examination was 
not accompanied by a proportionate in- 
crease in the number of agents. The 
agency department is conducted along 
the lines of intensive development of 
territory and agents. To this end, the 
company has instituted an agents’ 
course of instruction which practically 
all agents take. The officers state that 
this is resulting in raising the standard 
of the agency force and enabling them 
to better serve the public.” 


Cleveland Office Changes 


Cc. F. Adams of Cleveland, general 
agent of the Ohio State Life for north- 
eastern Ohio, recently removed his 
offices from the Schofield building to 
larger quarters in the Finance building 
on Prospect avenue. Mr. Adams is de- 
veloping a nice business, and during the 
past year has enjoyed the cooperation 
of his brother, Bert, who had previously 
been local manager for the Security Mu- 
tual of Binghamton. 

The Metropolitan office, of which M. 
J. Reigert is manager, is removing the 
latter part of the month from the Sloan 
building to the Hanna Annex, where a 
larger suite will be occupied. This new 
building is one of the largest in Cleve- 
land and is located on Euclid avenue. 


| from all parts of the country. 





AGENCY CONVENTION 
OF IOWA EQUITABLE 


Many Inspirational Talks Were 
Given @ the Big Chicago 
Meeting 


NOLLEN GIVES KEYNOTE 


Methods of Getting Business Receive 
Much Attention—Service to Policy- 
holders Is Emphasized 


The annual agency convention of the 
Equitable of Iowa opened in Chicago 
Tuesday afternoon with an address of 
welcome by President H. S. Nollen 
which touched the keynote of Equitable 
success. President Nollen welcomed 
the agents as members of a “great fam- 
ily,” using the comparison of the Equi- 
table organization, with its 
spirit of loyalty and feeling of common 


pervaded 


interest, characteristic of a family group. 
The welcome was a worthy example of 
the company spirit and the enthusiastic 
reception of the president’s words 
showed the comparison well taken. The 
convention room was filled to capacity 
with over 300 agents and general agents 
Every 
agent present was instilled with a new 
spirit of cooperation and company in- 


terest. 


Two Clubs Hold Meeting 


The afternoon meeting opened the 
general convention, but in the morning 
there were two separate meetings, one 
of the Ten-a-Month Club, and one of 
the Twenty-a-Month Club. Insignia 
were awarded to officers of the two 
clubs and prizes to the members. C. F. 
Brower, president of the Tena-Month 
Club, opened the meeting of his organi- 
zation with an interesting welcome and 
some talks on methods of making the 
club were made by the leaders. 

President F. W. Johnson, of the 
Twenty-a-Month Club, opened the lat- 
ter’s meeting with a talk on what he 
had observed as the best road to suc- 
cess. He said that he had now decided 
to become a full-time man and give up 
all other work. He had fully realized 
that the part-time man, which he had 
been, could make a living, but could 
make no records. Ambition was termed 
the greatest incentive for what he had 
accomplished and the setting of a goal 
as the means of attaining that end. 


Makes Monday a Big Day 


G. W. Randall, a former baseball 
player, spoke on the “Advantages and 
Disadvantages of One-a-Week Class,” 
and said that, as in baseball, it was es- 
sential to success to hit the bail the first 
time up, so in selling insurance he had 
concluded that the important thing was 
to make Monday the big day, sell at 
least one policy on that day, and the 
rest of the week would take care of it- 
self. Another interesting talk was given 
by J. G. Belknap, who spoke on “How 
I Planned My Work to Make the Club.” 
There were three requirements he pre- 
sented, meeting a sufficient number of 
prospects, making acquaintances every- 
where, and giving the maximum serv- 
ice. He also said that it is important 
for the agent to spend his time with 
those who are salable prospects, though 
not to become penurious. 

Work Among the Farmers 


The first speaker at the afternoon 
general session was Theo. W. Fuller, 
of the “Prairie Farmer.” He was in 
a position to give observations of a 
very close contact with the farmers and 
gave an interesting talk, especially as 
so much of the Equitable work is 
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among farmers. That the farmer has 
undergone a complete change in his 
economic relations was emphasized 
and Mr. Fuller prophesied that the 
insurance companies would in the near 
future see a great increase in the sale 
of policies to this class of “profes- 
sionals.” He said that the farmer was 
no longer a “hayseed,” but a profes- 
sional, and was now fully sold on the 
proposition of life insurance. He gave 
an equation of success which was re- 
ceived with interest: If “x” equal the 
number of units, and “y” equal the 
quality of units, “x” plus “y” equals 
success, in insurance, in farming, or in 
any other branch. 
J. V. Finney Speaks 


J. V. Finney, one of the “Babes in 
the Woods,” as he termed himself, 
gave an enthusiastic paper on “Why I 
Am in the Life Insurance Business.” 
He told of his change of heart from 
the time when he was ashamed of the 
fact that his father was an insurance 
agent to the day that he realized the 
true service rendered by the agent and 
decided to take up the profession him- 
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self. He said that this vocation meas- 
ures up to the three requirements set 
up by anyone entering business: service, 
congeniality and remuneration. The 
talk was one of great inspiration, not 
only to the new agents, but to every- 
one present and President Nollen com- 
mented after it that with such spirit, 
the agent and company together were 
certain of success. 

“Classification of Risks” was the sub- 
ject of a talk by R. G. Hunter, second 
vice-president and actuary. He ex- 
plained some of the perplexing ques- 
tions of the acceptance of applicants. 
His talk gave the agents an idea of the 
methods used by the home office in ex- 
amining and classifying applicants and 
some charts which accompanied it vis- 
ualized many of the problems met by 
men in the field, who cannot understand 
the actions of the home office. 

F. C. Dibble’s Address 

In a talk on “Methods That Win 
Success,” F. C. Dibble emphasized the 
importance of insurance journals. 
Pointing the talk to the younger agents, 
he outlined several matters that he had 
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observed as necessary to success. He 
said that every agent, and especially 
every beginner should take at least one, 
and if possible more, of the leading in- 
surance papers and study them. From 
these papers, he said, education and in- 
spiration can be found on every page. 
He also emphasized implicit confidence 
in the company, honesty, aggressive- 
ness, care in selection of associates, 
need for cooperation and help of gen- 
eral agent and home office, and the 
danger of wearing out the office chair. 
Constant foot-work was his require- 
ment for business-getting. As an inter- 
esting comment on his accomplish- 
ments, President Nollen said that, al- 
though it was in the present time of 
business difficulty, Mr. Dibble had writ- 
ten a letter of apology for two lapses 
in his territory—a lapse being practi- 
cally unknown by Mr. Dibble. 


P. B. 8. Rice Speaks 


P. B. S. Rice, of the Rice & Tyson 
agency, the great monthly income pro- 
ducers, gave a talk on monthly income 
insurance. He spoke of it as the one 
great insurance need. It takes the “if” 











out of the future of the wife or family 
of policyholders. He said that the pur- 
pose of the agent is to both create and 
preserve estates, the latter being equally 
important with the creation. Outlining 
the features of the monthly income poli- 
cies and some of the easy selling points, 
he gave the agents an idea of the true 
value of that form, but he closed with 
a warning to the younger agents that 
it was a dangerous form for the begin- 
ner to sell. 
Wednesday’s Program 


The second day program opened 
Wednesday morning with the presenta- 
tion of the Kirk Memorial Cup for the 
prize essay according to the annual cus- 
tom. General Agent Earl Zinn was the 
author of this year’s winning paper, the 
subject being “Optimism in the Life In- 
surance Business.” It was an able pres- 
entation of the reasons for insurance 
being optimistic from its very nature. 

M. Ray, agency supervisor, then 
spoke on “Better Equipment of Agents,” 
emphasizing the need for better educa- 
tional equipment. He gave some inter- 
esting examples of the supremacy of 
certain agents through an increased edu- 
cation, gained, not from higher schools, 
but from the school of life. That a col- 
lege degree can mean nothing under cer- 
tain conditions was stressed. He an- 
nounced a repetition of the course of 
study for the coming year, open to all 
agents. 

“Planning the Day’s Work” was the 
subject of a paper read by W. F. Nitsche 
,of South Bend, Ind. Mr, Nitsche defined 
, work” and “time” ii. great detail and 
pointed out their supreme importance 
in success. He spoke of the help de- 
rived from planning ahead and setting 
a quota. 

U. C. Upjohn Speaks 


The closing talk of the Wednesday 
,meeting was given by U. C. Upjohn, Chi- 
,cago, general agent and president of 
the Chicago Underwriters Association 
for the past year. Taking as his sub- 
ject, “Reasons Why,” Mr. Upjohn took 
,up several items not mentioned by the 
previous speakers and gave his reasons 
for mentioning them. He also outlined 
several reasons why now is the time 
for the prospect to buy. One of the sev- 
eral unique methods mentioned for clos- 
ing was a series of questions, “Are you 
married? How long have you been mar- 
ried? Did you have sufficient money 
when you were married? Did you wait 
until you were ready before you mar- 
‘ried?” Mr. Upjohn said that he would 
then say, “Marriage is only another 
form of life contract and why should 
‘you wait now until you are ready to 
buy a policy?” The agents received 
many worth while suggestions for sell- 
,ing points from this talk. 

Wednesday afternoon the entire group 
enjoyed a boat ride and in the evening 
a banquet. The closing session was held 
Thursday morning. There will be an 
additional one-day program for the gen- 
eral agents on Friday, this closing the 
entire convention. 


Figures on Ohio Business 


The annual report of Superintendent 
Gearheart of Ohio shows 1,011,104 ordi- 
nary life policies in force for $1,927,260, 
471 Dec. 31, 1920, an increase of $326,- 
269,142 for the year. The report shows 
3,598,072 industrial policies in force for 
$511,838,315, an increase of $72,160,361. 

Group insurance shows the biggest 
percentage of growth during the year. 
The report shows 384 such policies for 
$129,699,882, against only 285 policies for 
$126,574,185 the previous year. 

Ohio fraternals reported 394,150 cer- 
tificates aggregating $796,718,589, an 1- 
crease of $94,147,852. 


Oklahoma Business in 1920 


Preliminary figures just given out by 
Commissioner Hardin of Oklahoma 
show that life insurance in force in that 
state at the end of 1920 was $514,795, 
422.38, of which $200,518,975.21 was 
written during the year. This is more 
business than was done in 1919 by $70, 
973,799.42. With the fraternals, the 
amount of business written in 1920 was 
$30,169,272, which is a decrease of $16- 
655,187.20 from 1919. 


The Northern Life of Seattle has quali 





fied to enter Oregon. 
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PEOPLES LIFE RALLY 


AGENCY CONVENTION IS HELD 





Indiana Company’s’ Representatives 
Gather at Home Office for 
Interesting Session 





FRANKFORT, IND., Aug. 23.—The 
10th annual convention of the Peoples 
Life of Frankfort, the most successful 
convention in the history of the com- 
pany, came to a close last Friday with 
an excellent banquet. The two-day pro- 
gram furnished the 70 agents who 
gathered from Illinois, Indiana and 
Ohio a new spirit for the coming year’s 
work. Talks on the details of the insur- 
ance business and the selling of the 
policies were given by the leading pro- 
ducers and officials. 

At the opening session President 
Laird in his address of welcome spoke 
briefly on the purpose of the meeting 
and the aims of the company. William 
A. Irwin, superintendent of agents, gave 
an introductory address and put the 
program in motion. The first paper 
was read by George D. Snyder on “Or- 
ganizing Territory.” This was especially 
valuable to those who were opening new 
territory or extending their work. An- 
other talk of special interest under pres- 
ent conditions was that of M. Wysong, 
on “The Value of Advertising and 
How.” There were several other talks 
on salesmanship and special develop- 
ments by the leading company pro- 
ducers. Suggestions for meeting the 
present slowing up of business were 
made and a general discussion closed 
the meeting. 


Discuss Life Insurance Education 


The Thursday evening session con- 
sisted of a talk by W. A. Irwin, super- 
intendent of agents, on “Life Insurance 
Education,” and a talk on the monthly 
income, followed by a general discus- 
sion in answer to questions raised by the 
agents. A question box was presented 
which showed the difference between 
legal reserve life insurance and that of 
assessment associations. 

. G. Phipps, assistant secretary, 
opened the Friday morning session with 
a paper on “Rules and Regulations.” 
M. T. McCarty, medical director, spoke 
on “Medical Selection.” A paper on 
“New Policies—New Methods,” was 
given by Superintendent Irwin, and this 
was followed by impromptu talks by 
several agents, 


Renewals and Policy Loans 


The closing business session on Fri- 
day afternoon was featured by one of 
the most interesting talks of the two- 
day session, that on “Renewals and 
Policy Loans,” by E. O. Burget, secre- 
tary, who gave some very interesting 
facts on conditions during the first six 
months of this year. F. J. Haight read 
the closing paper on “The Actuary’s 

lewpoint.” 

The banquet in the evening, at which 
E. D. Hodge was toastmaster, closed 
the convention and gave the agents in- 
spiration for the coming year. 





Applications Still Numerous 


_ The life companies find that applica- 
tions for policy loans are still continu- 
ing. It was thought that the high tide 
had been reached in February or March. 
Regardless of this, the applications still 
continue in large numbers. Although 
agents are doing everything in their 
Power to discourage the movement, yet 
where a man has an equity in a policy 
and he finds himself caught in a vise, he 
goes to his insurance company and 
orrows the money. Agents know that 
a large number of policies on which 
money is borrowed will lapse. 
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Expose Yourself to 
More Business 





One way of getting more business is to ex- 
plain your life insurance policies to more prospects. 


You are greatly handicapped if you cannot 
write women at the same rates as men. Lincoln 
Life agents can. 


You are limited in production if you cannot 
write people who are overweight or have some 
slight physical impairments. Lincoln Life 
agents can. 


Your business opportunities are restricted if 
you cannot write railroaders, miners, electricians, 
etc, Lincoln Life agents can. 


The age limit may exclude many prospects. 
Lincoln Life salesmen can write standard policies 
down to age 10. 


You are ready to go after all the business in 
your territory when you 


LINK UP()wrm me () LINCOLN 


The Lincoln National Life 
Insurance Company 


“It’s Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $180,000,000 in Force 
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PLAN OF NEW COMPANY 


NATIONAL TEMPERANCE LIFE 





Fine List of Backers Is Announced— 
Some Interesting Features of the 
Organization 





The National Temperance Life of 
Chicago is now being organized with 
its home office at 30 North LaSalle 
street. John D. Knapp is the organizer 
and chief fiscal agent. The National 
Temperance Life is being organized to 
write voluntary abstainers only. 

The management states that the sav- 
ing in mortality due to total abstinence 
is approximately 30 percent of the mor- 
tuary element of the premium or about 
10 percent of the average gross pre- 
mium. The National Temperance Life 
will write participating insurance only. 
The theory is that the dividends result- 
ing from this saving will be much larger 
than those paid by a mixed company 
which insures total abstainers and mod- 
erate drinkers. The management states 
that national prohibition will improve 
somewhat the character of the risks of 
other companies and it will materially 
extend the field of operation of a strictly 
temperance company. Mr. Knapp de- 
clares that the National Temperance 
Life is the first direct product of na- 
tional prohibition and that it is being 
recognized and hailed by the abstainers 
of the county as such. 

The capital stock of the company is 
$100,000 and the stock will be sold at 
$25 a share, the par value being $10. 
This will give the company $150,000 for 
surplus, organization expense and work- 
ing capital. 

Purpose of the Company 


The purpose of the National Temper- 
ance Life, as stated, is first to dem- 
onstrate the economic value of total 
abstinence as a factor in life in- 
surance; second, to grant to the 
abstainers in the United States 
the lower premium rates to which 
they are entitled by reason of their bet- 
ter habits, cleaner lives and consequent 
greater longevity, and, third, to estab- 
lish a national institution of public serv- 
ice to abstainers and their beneficiaries. 
In addition to the board of directors 
there will be a national council of 48 
members, one from each state, chosen 
by the stockholders from among the 
foremost temperance men. The duties 
of the council will be advisory, coopera- 
tive and corrective. 


Knapp’s Ambition to Be Realized 


Mr. Knapp both in the field and at the 
home office has made a particular study 
of life insurance and especially of the 
effect of alcohol on longevity and 
health. He is an experienced life in- 
surance man of good standing. It has 
always been his ambition to have a na- 
tional company devoted to the insuring 
of total abstainers. It mow seems cer- 





tain that this ambition is to be realized, 
Chicago will welcome the new com- 
pany. 

The incorporators of the company are 
well known business and professional 
men who are highly esteemed. Guy S. 
Burtis is president of the James A. 
Brady Foundry Company of Chicago, 
the largest jobbing foundry in the cen- 
tral west. He organized and was the 
first president of the Benton Harbor 
Malleable Iron Company of Benton 
Harbon, Mich., a $2,000,000 concern, 
Stuart S. Crippin is secretary and treas- 
urer of the L. B. Allen Company of 
Chicago, which manufactures soldering 
fluxes. He was formerly a teacher in 
the public schools. Harwood Frost is 
president of the Brown Portable Con- 
veying Machinery Company of Chi- 
cago, which manufactures loaders, un- 
loaders, conveyors and elevators for 
handling packed and loose material. He 
has been engaged in engineering and 
manufacturing for the last 27 years. 
Wirt W. Hallan is a former wholesale 
dealer in Georgia yellow pine lumber. 
He now lives in Chicago, where he is 
interested in temperance and _ social 
welfare work. For several years past 
he has specialized in a wholesale broker- 
age way in_ conservative bond issues. 
Dr. Stuart Johnstone is a well-known 
physician in Chicago, having practiced 
there for over 30 years. Henry Clay 
Jones is a retired business man of Chi- 
cago. For 20 years he represented the 
C. E. Conover Company of New York 
as vice-president and western manager 
Later he was secretary and treasurer 
of the Merchants National Fire Insur- 
ance Company of Chicago. Frederick 
‘Porter is secretary and treasurer of the 
Albert F. Bridges Company of Chicago, 
importers and jobbers of food products 
on South Water street. Judge Rufus M 
Potts of Chicago is the general counsel 
of the company. From 1913 to 1917 he 
was state insurance superintendent of 
Illinois. Fred A. Snow is. president of 
the Fred A. Snow Company of Chicago, 
engaged in carbonizing and hardening 
of steel. Alonzo E. Wilson is a former 
member of the Illinois house of repre- 
sentatives and is very active in prohibi- 
tion work. He is now the national field 
director of the Near East Relief. 


Prospectus Is Prepared 


The prospectus of the company has 
been carefully prepared and contains 
much interesting data. The books of 
the company are now open for subscrip- 
tions to the capital stock and an efficient 
sales force is being organized to ensure 
a wide distribution of the remainder of 
the stock among the abstainers of the 
country, The company expects to be- 
gin business early in 1922. The home 
office is in the Stock Exchange build- 
ing, Chicago. 


Two Large Policies 


Robert C. Newman of the St. Louis 
agency of the Missouri State Life sent 
in an application for a $500,000 policy 2 
few days ago. General Agent W. R. 
Robinson of the company in Philadel- 
phia, also wrote a $500,000 policy. 











those who sell it. 





FOR OVER SEVENTY YEARS 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the 
best possible life insurance protection at the lowest possible net cost. 
That it has succeeded is shown by the enviable reputation which 
the Company enjoys among those who buy insurance and among 
Efficient service and a square deal for everyone 
have been its watchwords for over Seventy Years. They will be its 
watchwords throughout the years to come. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 
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Inspirational Associations 


5 prPERENT people derive inspiration 
from different sources and each 
should find and cultivate the source that 
does the most to stimulate in him the 
spirit of emulation. 


A natural source of inspiration for a sales- 
man is Success—rampant, capital lettered 
Success. The more rampant and out- 
standing it is, the more it should stimulate 
him and the more he should allow it to 
influence his actions. 


And how can he do this more effectively 
than by permanently allying himself with 
an organization that has made a remark- 
able record of success—an insurance 


company that has built in the short space 
of twelve years an honorable, down-to- 
the-minute institution founded on sound, 
hard-headed principles that have been 
vitalized with broad vision and the spirit 
of progress? 


This is the sort of connection the Inter- 
national Life offers. Men of energy 
appreciate the inspirational promptings of 
its real success and wholesome character, 
and find in its modernly organized service 
real, helpful co-operation that recognizes 
the fact that, personally, successful field 
men are the very foundation of a success- 
ful company. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today with the Methods of Tomorrow 


MASSEY WILSON 


President 


J. L. BABLER 


Vice-President and General Manager of Agencies 
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FACTORS FOR SUCCESS 


FLYNN GIVES THREE POINTS 





St. Louis Manager of Massachusetts 
Mutual Life Is Speaker at Com- 
pany’s Agency Meeting 





Warren C. Flynn, manager of the 
Massachusetts Mutual Life at St. 
Louis, speaking at the company’s 
agency convention at Springfield last 
week on the factors of success in the 
life insurance business, laid especial em- 
phasis on these points: 

“First, a man to succeed must have 
an objective; second, the objective, to 
bring satisfaction with success, must be 
worth while; third, he must be willing 
to pay the necessary price to attain the 
objective. 


Effect on Coming Generation 


“In connection with the first point,” 
he said, “I am firmly of the opinion that 
the worth-while successes in life are 
typified by men who have had a definite 
goal and who have striven constantly to 
reach it, and not by drifters. There are 
exceptions, but in my opinion it is the 
exception which proves the rule. Ii it is 
true that the objective must be decided 
upon by men of science, of literature, of 
invention and of business, why should 
the life insurance man regard himself 
as an exception? The fact being estab- 
lished that the objective is necessary, an 
analysis of our business assures us that 
it is a worth-while objective. A man 
who wishes to succeed in his desire to 
conquer the world, as the emperor of 
Germany intended to do, following in 
the footsteps of Napoleon, might en- 
gage in a business which would be suc- 
cessful to him in a material way, but 
which would lower the moral standard 
of the world, and though he attained 








his objective, since it was an undesir- 
able one, it could not bring much satis- 
faction. In promoting life insurance, 
however, since he is making a direct 
contribution to the betterment of so- 
his objective is indeed worth 


Definite Goal Essential 


Mr. Flynn then developed briefly the 
wonderful growth in life insurance and 
predicted a much greater development 
in the years immediately ahead, stress- 
ing the point that it is impossible to 
measure the growth which is now com- 
ing and which will come in an increas- 
ingly large quantity through the ever- 
increasing amount of distribution. 

“The most important product,” he 
continued, “is not the ease or luxury or 
education or comfort which the life in- 
surance funds provide, but the perma- 
nent effect on coming generations; of 
the continuance of the family unit ‘and 
the development of right thinking and 
high ideals on the part of beneficiaries 
who, except for life insurance, would be 
caught up in the complex civilization 
in which we live, producing many 
wrecks. 

Provides Never Ending Benefit 


“If my boy, by virtue of a life insur- 
ance policy, is permitted to spend his 
boyhood with his mother in a normal 
family circle, what a different man he is 
apt to be than if he were deprived of his 
legitimate environment at a tender age; 
what a different father he would be; 
what a different citizen he would be. I 
take it that the investment return which 
life insurance pays is not represented 
by the relationship which: the death 
claim bears to premiums ‘paid or cash 
surrender values to premiums paid, but 
believe an enormous rate of interest is 
provided in the never-ending benefit 
which goes on to coming generations 
because of the provision made by the 
insured for his next to kin in permitting 
them to start life right. 

“Having developed the worthiness of 





TO GIVE SALES COURSE 


H. C. HARRIS IN NEW FIELD 





Will Teach Life Insurance at Southern 
Methodist University, Dallas, 
This Year 





DALLAS, TEX., Aug. 23.—Henry 
Camp Harris, state agent for the Re- 
liance Life and president of the North 
Texas Association of Life Underwrit2rs, 
has been prevailed upon by the board. 
of directors of the Southern Methodist 
University of Dallas to accept the posi- 
tion as instructor in the class of insur- 
ance salesmanship this year. This is 
the first time insurance salesmanship 
has been offered in the universities of 
this section of the country and the 
board of trustees of the institution is 
anxious to make it a success. 

Mr. Harris said that although his time 
is pretty well taken with his regular 
work, his desire to make life insurance 
salesmanship a profession to be sought 
as eagerly by the coming generation as 
that of lawyers and doctors or teachers 
and bankers, coupled with the desire of 
the board of trustees that he accept the 
place for the initial year and thus put it 
on the map for good, forced him to 
undertake the work. Mr. Harris is now 
busy picking his associates for the work 











the objective, I want to emphasize the 
fact that if the objective is worth while 
and is to be attained, one must pay the 
price of accomplishment. Success finan- 
cial or success of satisfaction of work 
well done will not come without effort. 
We must be willing to forego some of 
the less important, but perhaps more 
enjoyable things of life, in order to 
‘carry on’ but having done so we will 
be well repaid.” 





and planning the course to be offered 
during the coming term. The univer- 
sity trustees claim there will be an ex- 
ceptionally large class for the course 
when the term opens. 

Mr. Harris said the course will he 
thorough, that the purposes and advan- 
tages of life insurance will be _ thor- 
oughly taught and that when the his- 
tory of the business, the real purposes, 
needs and advantages are grounded in 
the minds of the students the principies 
of salesmanship will be taught. There 
is going to be some actual selling in 
connection with the course, as Mr. Har- 
ris believes in practice as well as theory 
in the teaching of this subject. It is be- 
lieved that with the Southern Methodist 
University blazing the trail in this work 
other universities of Texas will offer 
similar courses another year. It is 
planned to have the course extend over 
three years. 


Sends Out Imperative Order 


The Western States Life sends out 
an imperative order to its agents pro- 
hibiting them from soliciting old policy- 
holders to borrow on their policies for 
the purpose of taking new insurance. 
The company says: “To induce a 
policyholder to borrow on his insurance 
in order to write him for a new policy 
can be carried to such an extent that the 
transaction becomes a pure scheme of 
twisting.” The company holds that 
borrowing on a life policy should never 
be done except as a last resort, and only 
ander the provocation of absolute neces- 
sity. 


Examining Kansas Fraternal 


The examination of the Security Bene- 
fit Association of Topeka, one of the 
largest of the fraternals, has _ been 
started. It will require a month to six 
weeks to complete the examination. The 
Iowa, Missouri, Nebraska, Texas, Wis- 
consin, Kansas and Pennsylvania de- 
partments are participating in the ex- 
amination. 











Grow with a Growing Company 


The Surety Fund Life Company of Minneapolis 
Has Been Consolidated With The 


STATE LIFE INSURANCE COMPANY OF IOWA 


It is not too large to lend its support to the agent 


The consolidated co preies represent combined 


assets of $1,775,000.0 
$20,000,000.00. 


and insurance in force of 


Battles of Business are won by hard work—and 


cooperation. 


You will find the State Life Insurance Company of 
lowa always anxious to contribute to the prosperity 


of its agents. 


It is not too large to give considerate attention to the 
little things that mean much to individual agents. 


State Life Insurance Company of Iowa 


A. C. TUCKER, President 





DES MOINES 


whose business is small but none the less important 


to him. 


Summed up, the State Life Insurance Company of 
lowa offers you a company plenty strong —- to 


inspire the confidence 


of the insuring public (i 


ranks third in paid up capital among middle western 
companies)—but not too large to give individual 
attention to individual agents. 


- IOWA 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—j- 
Contract direct with the 
Company. 

—_l]- 
Over $125,000,000 of in- 
surance in force. 

—o- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 











Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, Ill. 




















Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 








ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 





NewYork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 
EEE COT TEC TT ETT $142,672,244 


Interest and Rents..................... 44,335,004 
Nn. cnccccsnscecetseceses ___ 6,782,885 
es os cccccosvscusecoesa $193,790,133 


Paid Policy-holders, 1920 


SIO POE Re $35,036,558 
eine on casa peeekeb owns 24,399,171 
Ss La ee et Regaes nbeeeSe 31,981,555 
Surrender Values, Etc................... 23,432,313 

Total to Policy-holders............ $114,849,597 
New Paid Insurance in 1920 $693,979,400 
Admitted Assets, January 1,.1921 $966,664,397 
Legal Liabilities, January 1, 1921 $841,255,357 


Reserve for Dividends and Other Purposes $125,409,040 
Insurance in Force, January 1, 1921 . $3,537,298,756 


BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT ILLARD V. KING 
ALFRED L. AIKEN ARWIN P KINGSLEY 
JOHN E. ANDRUS RICHARD I. MANNING 
CORNELIUS N. BLISS, Jr. JOHN G. MILBURN 
NICHOLAS MURRAY BUTLER GERRISH H. MILLIKEN 
GEORGE B. CORTELYOU FRANK PRESBREY 
JOHN H_ FINLEY JOHN J. PULLEYN 
DAVID R. FRANCIS FLEMING H. REVELL 
A. BARTON HEPBURN GEORGE M. REYNOLDS 
MYRON T HERRICK ELBRIDGE G. SNOW 
GRANGER A. HOLLISTER HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 

S. DAVIES WARFIELD 
































Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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Disability Provision Anniversary 


Tue Finerity Mutua Lire started 
writing policies with the total and per- 
disability provision 25 years 
ago. It was the first company to in- 
troduce a clause of this kind. Since 
then, the clause has been almost uni- 
versally adopted by life insurance com- 
panies and it has become a definite part 
of modern contracts. 

In speaking on the subject the other 
day, Manager of Agencies Frank H. 
Sykes said: “The question frequently 
arises what is total and permanent dis- 


manent 


ability? There are those who feel that 
this is difficult of determination and that 
it opens the door to litigation. It is in- 
teresting in this connection to record 
the fact that in the 25 years the Fipetity 
Mutwvat has been insuring against total 
and permanent disability, this company 
has never been in the courts in con- 
nection with a disability claim. We 
modestly admit that this speaks well for 
the Fiperiry Mutvat, but it also an- 
swers the man who is in doubt about 
disability protection.” 


Learn to Stand, Not Lean 


MAnaGer L. Brackett BisHop of the 
MAssAcHusetts Mutuat Lire at Chicago 
recently returned from a trip to Eng- 
land and France. While in London he 
was interested in reading the report of 
a labor delegation that had come to this 
country to study industrial and labor 
conditions. The observations made by 
this delegation interested Mr. Bishop. 
Among other comments that were made in 
the report, for instance, it was stated that 
there is one vital difference in the policy 
of the American and the English gov- 
ernment. The report says the American 
government, which reflects the true 
American sentiment, endeavors to teach 
people to stand without support. It wants 
them to be independent. It endeavors to 
have its people act according to their own 
initiative and not feel that they have to 
keep running to someone else for in- 
structions or to look to someone else for 
support. Contrasting this view, the re- 
port states that England is teaching peo- 
ple to lean on the government and look to 


Changing the 


Tue successful life insurance agent 
today is the one who is‘able to adjust 
himself readily to the new conditions 
and to divine what activities are pros- 
perous. Business and economic condi- 
tions have caused a sharp and sudden 
shifting. During the war a number of 
industries were making big money. Life 
insurance men had to study the condi- 
tions and find just what lines were earn- 
ing the profits. Then came the period 
immediately following the war when 
there had to be another shift of pros- 
pects. As the deflation period has gone 
on, various lines of business have been 
subjected to influences that change 
their aspect entirely. Price reductions 
have had a vital effect on some business 
groups. It is up to the agent to study 
his field very carefully and reach those 
occupations that are not vitally affected 
by price reductions. The salaried man 


it for support. For instance, the unem- 
ployment allowance, compulsory health 
insurance, old age insurance, and so on 
make people instinctively dependent. Peo- 
ple after awhile lose the mastery of 
themselves and find it much easier to look 
to the government to take care cf them. 

We can learn something from this com- 
ment made in England. Sometimes we, 
in America, are inclined to want the gov- 
ernment to regulate business or control 
activities that can better be handled by 
private capital. Our theory has been to 
give the individual the largest and great- 
est opportunity possible in order that he 
may work out his own salvation. Is it 
not more stimulating to pay a man a 
sufficient wage so that he can purchase 
his own insurance, rather than to have 
it furnished by the government and his 
wages be proportionately lower? It 
makes a man upstanding when he feels 
independent. He does not have to ask 
anything from his government other than 
the rights to which all are entitled. 


Prospect List 


is probably in as favorable condition to- 
day as anyone. 

The need for life insurance today is 
just as great as ever. It is there to be 
sold if the life insurance man is at hand 
to sell it. The unfavorable prospect of 
last year may be a most favorable one 
this year. The successful life insurance 
man, therefore, is making a new survey 
of his prospects and listing them now 
according to their capacity to pay. 

Life insurance men who are seeing 
more men than usual and are getting 
in touch with those that are in a pros- 
perous condition or at least are not 
affected materially by the sudden price 
changes are having but little trouble in 
maintaining their production. 

“A word to the wives is sufficient—or 
ought to be in the matter of insurance on 
the lives of the breadwinners.” 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 








Ben H. Berkshire, president of the 
Continental Life of Kansas City, bears 
a right good life insurance name. One 
of the well known eastern companies is 
the Berkshire Life. His father, John 
Berkshire, now lives in Kansas City, 
and recently celebrated his 81st birth- 
day anniversary. Ben Berkshire is his 
only son. He started his business career 
in railroad machine shops in Chicago 
as a mechanical draftsman. Later he 
went with T. H. Burnham, the archi- 
tect. Still later the family moved to 
Missouri. The Berkshires, father and 
son, were associated in the lumber busi- 
ness and they had mills, lumber and 
land scattered over a number of states. 
Mr. Berkshire is a well known numis- 
matist, having a large collection of rare 
coins, estimated conservatively to be 
worth about $20,000. Collecting rare 
coins is his hobby. 

Earl C. Wightman, actuary of the De- 
troit Life, has just been notified by the 
University of Michigan of his appoint- 
ment on the teaching staff of the uni- 
versity. He will deliver a series of lec- 
tures on the subject of “Life Insurance 
Organization, Management and Ac- 
counts.” Mr. Wightman has already 
delivered the lecture at the university to 
four different classes. It is part of the 
regular university course on life insur- 
ance. Mr. Wightman has been asso- 
ciated with the Detroit Life for ten 
years. 

C. M. Simcoke, of the Connecticut 
Mutual Life at St. Louis, is taking high 
rank among life insurance men in that 
city and now stands second in rank for 
the company. H. M. Hessberg of the 
New York City agency alone outranks 
him for paid-up business for the year. 
Other members of the $200,000 Club in 
the Connecticut Mutual agency at St. 
Louis are A. Anderson and B., S. Bar- 
rows, 

One of the quiet little companies that 
is making good in a substantial way 
is the Great Northern Life of Grand 
Forks, S. D. Organized ten years ago, 
it found itself at the end of the promo- 
tion period with a deficit. The directors, 
however, were high-class men, as was 
the case with so many of the young 
companies promoted in small towns by 
professional organizers. When, after a 
few years, the paid-in surplus had been 
used up and the deficit appeared, the di- 
rectors had to decide whether to wind 
up the company or stand by it and put 
it on a firm basis. They elected to stand 
by it. S. B. E. Seese, a well-known life 
insurance man, was made secretary. He 
has gathered up the loose ends, written 
a conservative business, wiped out the 
deficit and not only established a sur- 
plus but put the company on the full 
reserve basis. It is one of the few 
young companies putting up full re- 
serves from the first year. Notwith- 
standing the conditions prevailing in 
the northwest, the company is making 
more surplus this year than ever before. 
It has assets of over $600,000 and in- 
surance in force of more than $6,000,000. 

. L. Atkins, agency manager in 
North Carolina for the Bankers Life of 
Des Moines, Ia., at Durham, N. C., is an 
ardent champion of his company and 
says he has always been a firm believer 
in a purely mutual life insurance com- 
pany. He finds business is good in 
North Carolina. All of his agents are 
on full time basis and are producing a 
satisfactory business each week. His 
agency produced $200,500 in July and 
expects to go ahead of this mark in 
August. 

The Equitable Life of New York 
shows the value of the inheritance tax 
approach. Recently Will R. Ketchum 
of Phoenix, Ariz., sold a prospect $144,- 
000 insurance, approaching him on 
the need of carrying indemnity to cover 





inheritance taxes. The prospect had 
only $300 paid up in life insurance and 
apparently was very much prejudiced 
against taking any more. He had been 
solicited a number of times. Mr, 
Ketchum finally turned the trick on the 
inheritance tax approach. 


George Abdalla of Columbus, O., a 
part time agent for the Columbus Mu- 
tual Life, has a remarkable record to 
his credit. He has written 429 consecu- 
tive applications within three years 
without a single rejection, lapse or re- 
turned policy during the entire period. 
Mr. Abdalla only works during the 
summer months. He selects his busi- 
ness very carefully. 


John R. McFee of the Penn Mutual 
Life office in Chicago in the Corn Ex- 
change Bank building will have his new 
book off the press early next month. 
The title of the book is “Hidden Liabili- 
ties of Property Ownership.” He is a 
well-known contributor to THe Na- 
TIONAL UNDERWRITER. This is a treatise 
on liability arising at death of a prop- 
erty owner. It is valuable as an author- 
ity to the agent and is also designed 
for lending to the prospect. It is gotten 
up in very readable form. It is an 
adroit method of interesting the rich 
man without making the soliciting mo- 
tive over-apparent. The price of the 
book is $10. 

The daughter of E. W. Randall, presi- 
dent of the Minnesota Mutual Life of 
St. Paul, was married Aug. 16 to How- 
ard Taylor, son of Mr. and* Mrs. Wil- 
liam F. Taylor of St. Paul. The wed- 
ding took place at the Randall home. 
Mr. and Mrs. Taylor will be at home in 
St. Paul after Nov. 1. 

. E. Meyers, general agent of the 
Aetna Life at Minneapolis, who recently 
retired as mayor, is at the Ejitel Hos- 
pital seriously ill with gallstones. Two 
attending physicians state that an oper- 
ation will be necessary when Mr. 
Meyers’ strength permits. Mr. Meyers 
was taken ill while on an automobile 
vacation trip at Fergus Falls, Minn., and 
was taken home immediately. 

Everett C. Brown, actuary with the 
Southwestern Life of Dallas, Tex., is 
now a full fellow of Actuarial Society 
and is entitled to use the “F. A. S.” 
Mr. Brown was with the Columbian 
National of Boston before going with 
the Southwestern Life. Previous to that 
he was with the Metropolitan Life for 
seven years. 

William H. Herrick, who for many 
years was general agent of the Massa- 
chusetts Mutual Life in St. Louis, died 
the other day. He was born in Ontario 
in 1852. When he completed his college 
course he entered the life insurance 
business with his father in Burlington, 
Vt. He then taught school in Michigan 
and engaged in mercantile work there. 
Later he returned to life insurance s0- 
liciting in Michigan and then in 
souri. In 1907 he became manager of 
the Massachusetts Mutual agency in 
St. Louis and continued in that capacity 
until 1916 when ill health compelled him 
to retire. He had served as president o! 
the St. Louis Life Underwriters \sso- 
ciation, vice-president of the National 
association and president of the Massa- 
chusetts Mutual Agents Association. 


Samuel O. Buckner, inspector ot 
agencies of the New York Life and 
who is president of the Milwaukee Art 
Institute, is pushing a project for con- 
serving the northern lakes dis trict m 
Wisconsin. The legislature failed - 
pass favorably on several park pro) jects 
which would create state grounds of 
some of the most beautiful sections of 
Wisconsin lake regions. It is now pro- 
posed to raise funds by private subscrip- 
tion to carry out the idea. 
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MUTUAL LIFE OF ILLINOIS 


ME OFF: 
SPRINGFIELD. ‘TLLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 








Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 
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A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 
sent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 








LANSING, MICHIGAN 
N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. I. D. WALLINGTON, Supt. of Agents 
THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medica! Dirsotor ome T. “7 Sno 
CENTURY LIFE INSURANCE CO.), inoranarotig 
Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 


All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build a real life i pany. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 











QUALITY INSURANCE—CHARACTER SALESMEN MR. AGENT! 
+ care for QUALITY, not 


? Age, Sound Experience. 


Wanted—Specialty Salesmen—Wanted SIZ 
Low Cost, a Splendid Record 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 


“Four Square” and willing to work; can make not less than $20,000.00 per year helping for 70 years? 

us to continue the breaking of all ‘Life Insurance records. Then why not take a General 

quat age f for the —_ Mee qualify!! — in its HOME STATE for 
rom May, 1919 to May, 192 welve months—one year—we wrote Ten Millions 

Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. THE ST. LOUIS 


If you can qualify, write or wire. MUTUAL LIFE 
THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS OUR AGENTS AND POLICY HOLDERS 


TOPEKA, KANSAS STICK! WRITE THE HOME OFFICE 














GEM CITY ‘CONVENTION 


GOOD PROGRAM AT MEETING 
George J. Abdalla Tells Interesting 
Story of His Experience With 
Life Insurance 





The Gem City Life held its annual 
convention and outing at the Summer- 
land Beach Hotel at Buckeye Lake, O., 
Thursday, Friday and Saturday of last 
week. C. C. Mead, assistant manager, 
presided. Thursday afternoon I, 
Morrissett, vice-president and general 
manager, conducted a question box and 
general discussion concerning the com- 
pany’s contracts and service and life 
imsurance in general. Carl Mitcheltree, 
actuary, led a discussion pertaining to 
the company’s contracts. 





| On Friday morning Prof, C. L. Wil- 
| liams of Dennison University spoke on 

“Why I Believe in Life Insurance.” 
| One reason given by Mr. Williams for 
his faith in life insurance was that it 
prevents worry and establishes faith. 
Deputy Commissioner Spicer of the 
| Ohio department also spoke at that ses- 
sion. 

The session Friday afternoon was 
opened by a round table discussion led 
by Mr. Mead. The subject of the dis- 
cussion was “How to Get More Busi- 
ness.” William Hilleary, associate edi- 
tor of the “Insurance Salesman,” de- 
livered an address on “Dr. ‘ Frank 


Faith in Life Insurance 





| Crane’s Ten Rules for Successful Sales- 


manship.” These ten rules are: (1) Be 
agreeable; (2) know your goods; (3) 
don’t argue, suggest to the buyer and 
let him come to his own conclusion; 


| (4) make it plain; (5) tell the truth; 


(6) be dependable; (7) remember names 


| and faces; (8) don’t be egotistical; (9) 


think success, and (10) be human. 
Abdalla Tells Experience 


George J. Abdalla, a leading pro- 
ducer of the Columbus Mutual, spoke 
of his experience as a life insurance 
agent. Mr. Abdalla told the story of 
his coming to the United States from 
Asia, when he was only 14 years old. 
After a short time he began selling 
enlarged pictures in the rural districts 
of Ohio, and succeeded in saving $1,000, 
After his marriage he invested his thou- 
sand dollars in a $4,000 farm, leaving a 
balance of $3,000 to be paid. Mr. Ab- 
dalla got to studying about what would 
happen to his investment and his wife 





(Copyrighted) 
Under Our Service Pension Contract 


W. W. LANE, Secretary LA FAYETTE, INDIANA 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 



















PAN AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. CRAWFORD H. ELLIS, President 
THE PAN-AMERICAN WAY 
Total Resources Dec. 31st, 1920 - $ 8,742,060.93 ‘ek to employ arent phe Ad BEDE by TE 
New Insurance Paid for 1920 - —_31,433,676.00 ~hodantuaaeitu@pmenintepe daa 
Insurance in Force ws o . 91,408,227.00 aan oom agents are doing, you can do, if you have the will—the Pan-American Way is 


(Exchusi . 
ve of cmeut laeured under Double Indemnity Provision) Address E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La. 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
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and children should he die before he 
succeeded in making the final payment. 

He worried so much that the man 
from whom he purchased his picture 
frames noted the worried expression on 
his face, and inquired what was trou- 
bling him. Mr. Abdalla told him that 
he had been thinking about what would 
happen to his investment, his wife and 
baby if he should die before he got the 
farm paid for. The business man sug- 
gested to Mr. Abdalla that he take out 
life insurance. This was the first time 
Mr. Abdalla had ever heard of life in- 
surance and he asked the business man 
to explain it to him. As soon as the 
explanation was made, Mr. Abdalla 
asked the man the name of a life insur- 
ance agent. Mr. Abdalla at once called 
him over the phone and had the agent 
come right over and write him for 
$3,000 insurance. 

Mr. Abdalla got so much satisfaction 
out of knowing that his investment and 
family were cared for in case of his 
death and felt that life insurance was 
such a good thing that he went to an 
agent and told him that he would like to 
sell life insurance. At first the agent 
used Mr. Abdalla as a “spotter” for 
prospects, but paid him only $5 for each 
case which he worked up that was 
closed. But Mr. Abdalla’s faith in and 
conviction regarding the benefit of life 
insurance made him induce so many 
other people to insure that soon he was 
a regular agent. Some of the concrete 
instances of the sales made by Mr. 
Abdalla which he related were very in- 
teresting and instructive. 

Friday night Mr. Morrissett char- 
tered the boat “City of Newark” and 
took all the agents attending the con- 
vention for a boat ride out over Buck- 
eye Lake. 


Saturday Morning Session 


The session Saturday morning was 
addressed by A. C. Palmer of the Insur- 
ance Research and Review Service of 
Indianapolis. The four points of suc- 
cessful selling as given by Mr. Palmer 
were: Sincerity, Service, System and 
Plain Work. He advocated the selec- 
tion of prospects, the elimination of in- 
eligibles, the grouping of them accord- 
ing to locality and according to the best 
time to see them. He also advocated 
studying the case of each prospect and 
his needs individually. 

Announcement was made by Mr. 
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of another company upon an anti-rebate agreement from him. 


with the company and otherwise qualified. 


and the loyalty of the agency force of 
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The Northwestern Mutual Life 


Insurance Company was the pioneer in 
establishing rules to protect itself and its 
agents against evils which demoralized the 


For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 


To the literal enforcement of these rules is attributed, in large part, the success, high character 


THE NORTHWESTERN MUTUAL 
INSURANCE 
COMPANY 


Wisconsin 





Morrissett that beginning with August 
a company bulletin will be published 
each month. Two gold watches were 
offered as prizes to the meh writing the 
largest volume of business and the one 
writing the next largest during the re- 
mainder of the current year; also a cash 
bonus of 1 percent of the premiums paid 
on new business during the remainder 
of the year for agents writing $10,000, 
graduated up to 7% percent for agents 
writing $75,000 or more. 


Columbus Mutual Convention 

The Columbus Mutual Life agents 
held their annual convention Aug. 10-13. 
The first session was held at the Elks’ 
Club in Columbus, and the last three 
days were spent at Summerland Beach 
Hotel on Buckeye Lake. Nearly 150 
agents were present, and more enthu- 
siasm was shown than at any previous 
convention held by the agents of this 
company. 

In addition to the various officers of 
the company several others made inter- 
esting talks. Superintendent Gearhart 
of Ohio gave a very pleasing address at 
the opening session, at which also Dr. 
Carpenter, medical director of the com- 
pany, discussed some of the various 
problems arising between the agent and 
the medical department. L. L. Mont- 
gomery, president of the Illinois Insti- 
tute of Salesmanship of Chicago, was in 
attendance at the various sessions and 
made some very inspiring and instruc- 
tive talks. 

Possibly the greatest feature of the 
convention was the introduction of a 
new line of policies known as the per- 
fected endowment forms. The agents 
were enthusiastic in their reception of 
the new policies. The present dividend 
schedule and rate of accumulation will 
also give the insured the options of a 
full-paid endowment at age 65 in seven- 
teen years, or, a 22-year endowment at 
age 57 provided full premiums were 
paid and dividends left to accumulate. 
The premium at age 65 would be $38.66 
and the dividends would increase from 
$5.65 the first year to $9 in the tenth 
year. 


Central Life’s Agency Meeting 

Agents of the Central Life of Fort 
Scott, Kan., met last week at the home 
office for the annual agency convention 
of the company. About 60 attended. 
Two days were devoted to talks on 
salesmanship, policy forms, the com- 
pany’s practices, etc. There was a ban- 
quet at the conclusion of the second 
day’s meeting, following which 40 of 
the men who qualified for the company’s 
$100,000 Club took a special sleeper for 
the Ozark Mountains in southeast Mis- 
souri. This group of producers spent a 
week on Lake Taheycomo. ; 

The business sessions were particu- 
larly enthusiastic. The Central Life of 
Fort Scott had the largest percentage ot 
increase of new insurance written last 
year and intends to maintain the lead 
in this respect for 1921. The company’s 
quota of $5,000,000 of new business tor 
the year is being exceeded month by 
month, with a production of $3,000,000 
for the first seven months. The com- 
pany’s gain in new insurance during the 
first six months was 65 percent over 
the same period of last year. The com 
pany is experiencing an unusually light 
mortality, and its investment business !S 
netting seven and one-half percent !n- 
terest on all new investments and funds 
for reinvestment. 


Minnesota Agents’ Convention _ 
Minnesota agents of the Central Life 
of Des Moines held their eleventh an- 
nual convention and outing at Green 
Lake, near Willmar, Minn., Aug. 11. 
Vice-President O. C. Miller, Secretary 
T. C. Denny, Actuary L. A. Anderson 
and Dr. M. I. Olsen, medical director, 
were in attendance from the home ofnce 
and addressed the agents. Others om 
the program were Dr. Colgrove, 25S!5- 
tant state manager; Peter Henderson of 
Spicer, W. S. Sylvester of Duluth, Miss 
E. M. Blixt of Minneapolis, H. F. Gib- 
son of Duluth’ and B. H. Odell of 
Watertown. 
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COMMISSIONERS RALLY 


PROGRAM OF THE CONVENTION 





National Organization Will Hold Its 
Annual Gathering in Louisville— 
Many Entertainment Features 





The program for the 52nd annual ses- 
sion of the National Convention of In- 
surance Commissioners is announced to 
be held at the Seelbach hotel, in Louis- 
ville, Sept. 27-30. A. L. Harty of Mis- 
souri is president of the organization. 
There will be several entertainment fea- 
tures. The program in detail is as fol- 


lows: 
Tuesday, Sept. 27, 10 A. M. 


Meeting called to order. 

Address of Welcome. E. P. Morrow, 
Governor of Kentucky. 

Response, Thos. B. Donaldson, First 
Vice-President. 

Call of States. 

President’s Address, A. L. Harty, 
President. 

Call of Committees. 


Tuesday, 2 P. M. 


Communications and Reports. 

“Insurance Supervision in Canada,” V. 
Evan Gray, Superintendent of Insurance 
of Ontario. 

“Coverage Under Health and Accident 
Policies,” Gustaf Lindquist, Commis- 
sioner of Insurance, Minnesota. 

Discussion. Leonhard T. Hands, Michi- 
gan; S. A. Olsness, North Dakota, and 
James F. Ramey, Kentucky. 


Tuesday, 8:30 P. M. 


Meeting of the “Pamunkeys” in the 
Blue Room, Seelbach Hotel. 


Wednesday, 10 A. M. 


Communications and Reports. 
“Uniformity”— 

A. “As to Taxation and Fees,” A. C. 
Savage, Iowa. 

Discussion. B. W. Gearhart, Ohio; 
A. Barber, Oregon, and E. 
Rogers, Tennessee. 

B. “As to Investments,” Clarence 

: W. Hobbs, Massachusetts. 

Discussion. John J. McMahan, South 
Carolina; Wm. E. Tuttle, Jr., 
New Jersey, and Edward Hall, 


Texas, 
“Should All Types of Carriers Be Sub- 








ject to Uniform Requirements Respect- 
ing Reserves and Supervision,” Platt 
Whitman, Wisconsin. 

Discussion. Joseph G. Brown, Ver- 4 : My 
mogiscussion. | Joseph G. Brown. ver-|! An Exclusive Life Reinsurance Company 
W. Briscoe, Alabama. (Five minutes 
each.) 









































Wednesday, 2 P. M. 


Communications and Reports. REIN _ ‘ 
a SURANCE LIFE GOMPANY 
Stacey W. Wade, Insurance Commis- 
sioner, North Carolina. 
Discussion. Howard J. Brace, Idaho; 
John J. Donahue, New Hampshire, and OF AMERICA 
John C. Bond, West Virginia. 
Wednesday, 5 P. M. 
Barbecue at the famous Churchill DES MOINES, IOWA. 
Downs race track. 
Thursday, le A. M. 


Communications and Reports. Prompt Service Full Coverage 
“State Insurance,” Burton Mansfield, . 
Insurance Commissioner, Connecticut. Attractive Contracts 


Discussion. T. M. Henry, Mississippi; 
Jesse S. Phillips, New York, and Thos. 
J. meating. mosyeet. Sate ities F.D.H h, S fon 

“Licensing of Public Claim justers,” ;, — * re 
Thos. B. Donaldson, Insurance Commis- H. B. HAWLEY, President Seren, LEC 7 
sioner, Pennsylvania, 

Discussion. Earl Wilson, Colorado; 
Thos. S. McMurray, Jr., Indiana, and 
Philip H. Wilbur, Rhode Island. (Five 
minutes each.) 


Awtomobie rss tw tevingvon, rove || Th Globe Mutual Life Insurance Company 


the famous blue grass section of Ken- 








tucky, stopping at Frankfort. Will visit OF CHICAGO, ILLINOIS 

— Me 3 peed: sase horse woes - 

arms and wi ave the opportunity o 

seeing “Man of War,” the most noted Results for 1920 

race horse in the world. Dinner in Lex- ie ° 

ington at 6 p. m. and then return to Gain in insurance in force over last year (1919) 128 per cent 

Louisville. Gain in interest income “ ‘ “ “ 84 “ “ 

eee oR Se Gain in insurance written “ “ 65 

Communications and Reports. C. _ 2 “ « « “ 50 “ « 
A Letter-box on Departmental Rulings ain in assets A 

and_ Problems. es  . .. ccc ccccteceosssesccs | ae 
(Commissioners who have problems ° 6l “ “ 

before them for solution are requested Average 40) Se 

to write them out and hand them to the . d f 

secretary during the convention to be The above figures are the results of the highest grade o 

discussed at this session.) service to policyholders and representatives 


Election of Officers. 


hn THE LATEST IS CLAIMS PAID BY TELEGRAPH 





Friday, 3:30 P. M. It Is the Last Word in 
Start for the Mammoth Cave by special 
train, arriving in time to see the Ss E R V I Cc E 


entrance to the cave in daytime. Dinner 
on the train or at the Mammoth Cave 
Hotel. Visit the cave and return to 
Louisville Friday night. 


T. F. BARRY, President, Gen’! Manager and Founder 
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TWENTY-ONE MILLION DOLLARS IN SECURITIES 


: The Growth of Oak—The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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More Than 1’A Million Policies Now in Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 





following growth in ten years is invited: 
Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 
$ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


H. B. Arneld, First Vice-Pres. and Counsel G. 
Dr. E. J. Wilson, Vice-Pres. and Med. Directer Cc. 
4 ° Price, Vice-President t 


Huntingten, Treasurer 


W. Steinman, Secretary 

G. att, Asst. Seoretary 
Chas. Rietz, Actuary 

G, Menree, Supt. ef Agencies 











| THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


$4,421,000 


SAINT PAUL 


Insurance in Force, 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 
J. IVAN RHEA, Supt. of Agents 








A. M. MIKKELSON, Secy. 














RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 








ECRET. 4 OUR We have a contract for you under which your 
VICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miaiatn 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 




















AFTER A BIG POLICY 





MAY CLOSE _ $10,000,000 CASE 





H. B. Rosen of New York Life Said 
To Be on Trail of Jumbo 
Application 





Raymond G, Carroll, New York cor- 
respondent of the “Chicago Journal of 
Commerce,” declares that Harry B. 
Rosen of New York, the star producer 
of the New York Life and perhaps the 
greatest living life insurance agent, is 
about to close a $10,000,000 case. Mr. 
Rosen gained distinction when he wrote 
Adolph Zukor for $5,000,000 in favor of 
the Famous Players-Lasky Corporation, 
of which Mr. Zukor is president. Mr. 
Rosen is one of the directors of the 
Harriman National Bank of New York. 
In speaking of the interview Mr. Carroll 
quotes Mr. Rosen as follows: 


Zukor Policy Only a Starter 


“That Zukor policy is only a starter. 
I am now working on a policy for $10,- 
000,000 against the life of the president 
of a great industrial corporation to be 
made in favor of his corporation. The 
announcement will be made within the 
next sixty days.” 

“I want to say,” he went on, “that 
it is easier today to write a policy for 
$5,000,000, provided the man is a l!ead- 
ing spirit or genius and of great value 
to’a corporation, than ten years ago it 
was to write one for $1,000,000. Cor- 
porations insure their buildings and con- 
tents against fire, so why should they 
not also insure their stockholders 
against the death of their principal cap- 
tain?” 

In his career as a life insurance so- 
licitor, Mr. Rosen has written thirty 
policies for $1,000,000 or more each. 
He began twenty years ago, in Hart- 
ford, Conn., where he says the three 
greatest events in his life took place— 
his marriage, the birth of his son and 
the signing of his contract with an in- 
surance company. 


Banner Year Was 1920 


“T was born 45 years ago, and on a 


date that was later picked for Armistice | 











| 
| 
| 
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Day,” he said, “and the banner year of | 


my life was 1920 when I wrote more 
than $36,000,000 worth of insurance. 
One day last week I had eighteen ap- 
plications of which but three were previ- 
ously known to me. I usually close the 
policy at the interview, but sometimes 
it takes a little longer. The quickest 
policy I ever turned out was one de- 
livered in twenty-five minutes and this 
includes the physical examination.” 

The Adolph Zukor $5,000,000 policy is 
undoubtedly the largest ever written. 
Rodman Wannamaker carries $4,500,- 
000 life insurance, but it is not in one 
policy. Among the other big policies 
that Mr. Rosen has put over are $3,500,- 
000 on the life of Sir Mortimer B. Davis, 
president of the Imperial Tobacco Com- 
pany of Canada; $2,000,000 on the life 
of John McK. Bowman, in favor of his 
Pershing Square projects; $1,500,000 on 
the life of john Moody of St. Paul, in 
favor of his companies, and $500,000 ad- 
ditional in favor of his heirs; and more 
than $1,000,000 on the life of George L. 
Storm of New York, president of the 
American Safety Razor Company. 


Bank Life Insurance Plan 


The American Loan & Trust Company 
of Detroit, Mich., states in connection 
with its protective savings plan which 
is a combination of savings and life in- 
surance that it pays the insurance pre- 
mium itself to the Lincoln National Life 
and the premium is not taken out of the 
monthly deposits. The American Loan 
& Trust Company figures that it can 
pay the premiums out of the profits 
earned on the savings account. Only 
in case of withdrawal before maturity 
of the account does the depositor pay 










the premiums and other overhead costs 
in connection with the account. In 
other words, the bank finds that for the 
use of the depositor’s money, on which 
it pays 3 percent compounded semi-an- 
nually, it can pay the premium on the 
insurance and a commission to the 
agent getting the account. 








ACTUARIES 


ye F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3348 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








PRANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 








D eamat C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








CONSULTING ACTUARY 
ums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 


Insurance a Specialy. 
Colcord Bhig. KLAHOMA CITY 


J H. NITCHIE 
e 


McCOMB 
e COUNSELOR AT LAW 








ACTUARY 
1523 Association Bldg. 19S. LaSalle St. 
Telephone State 4992 ~ CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttine Actuary 
402-404 Kraft Buildin 


Po Sear WITHINGTON 
Tel. Walnut 3761 DES MOI IOWA 








600 Gates Building 


Jou E. HIGDON } Actuaries & Examiners 
OHN C. HIGDON § Kanses City, Me 




















HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 

e 
W. A. R. BRUEHL & SONS 
General Ma 
Central and Southern Ohie and Nerthern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 
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The 
Columbian 


National Lite 


Insurance Company 


Boston, Massachusetts 


ARTHUR E. CHILDS 


PRESIDENT 


Paid Life Insurance for 
Year 1920 over 
$35,000,000.00 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 











Eureka Life 


Insurance 
Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 
J. HOWARD IGLEHART 
Medical Director 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all ite Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Co 
of Philadelphia 


On January 1, 1909, Rates Were Redused 
and Vabwes Increased to Full 3% Reearve. 
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SEE TURN ON SEPT. 1 


BUSINESS REVIVAL DUE THEN 


Milwaukee Life Men Plan to Push 
“September Morn” Idea With 
Their Sales Force 


MILWAUKEE, WIS., Aug. 23.— 
The “psychology of Sept. 1,” is one of 
the leading subjects among executives 
of Milwaukee in the life underwriting 
field at present. 

Every large agency in Milwaukee is 
preparing special bulletins and talks to 
be delivered to the men in the field 
between now and Sept. 1, pointing out 
the factors which are bound to occur 
with the new month, and which should 
make for a sound and comprehensive 
revival of business, following the “vaca- 
tion period.” 





Many “Psychological Dates” 


It is pointed out by life men that since 
the period of recession set in more than 
a year ago, there have been a number of 

“psy chological dates” for revival of the 

optimistic business atmosphere. First 
there was the election last fall. That 
was to be the day for the turn. Then 
came Jan. 1, the turn of the new year. 
Later on, March 1 was the date fre- 
quently mentioned. Other dates fol- 
lowed. 

While there were spurts in business 
in the agencies where the subject was 
ably and vigorously presented, on the 
dates mentioned, a large amount of 
dubiousness usually succeeded cach 
one. There was so much gloom on the 
streets, say the executives, that the field 
men became inoculated with it very 
shortly, and the enthusiasm and 
“psychology” wore off all too soon. 

Of course, some agencies made big 
records, but not all of them came across. 


Why Revival Is Due 


But, now comes Sept. 1. People are 

back from vacations. School children 
in the homes are on the qui vive, for 
school is about to open. There is a 
decided upturn in general business, and 
bound to be more as the “dog days” of 
summer pass. There have been more 
vacations and better ones this year than 
last year, as a matter of fact. Retail 
stores report bigger sales of sport goods 
than ever before, and the railroad and 
steamship offices show records of excel- 
lent business. These facts of themselves 
have eased the atmosphere and made 
everyone feel better. 
T. H. Richey, manager of the Mil- 
waukee life office of the Travelers, is 
one of the chief boosters in Milwaukee 
for the Sept. 1 revival idea. He thinks 
it would be a shame to overlook the tre- 
mendous advantages of the period from 
the life selling standpoint. Here, at 
last, he says, is a real psychological mo- 
ment. It should be capitalized quickly 
and effectively. There are unlimited op- 
portunities for the life executive to cash 
in on the temperament of the public and 
business in general, 


Feature “September Morn” 


Mr. Richey recently was sitting in a 
train, going up state on business, and 
the idea kept turning over and over in 
his mind. So he got out pencil and 
paper and indited a special bulletin, out- 
lining all the psychological advantages 
inherent in Sept. 1, 1921. He was not 
prepared to make this public, at this 
time. The contents of the bulletin are 
reserved for the eyes of the Travelers’ 
forces on Aug. 31. 

This is but one illustration of how 
Milwaukee life executives are heading 
for Sept. 1 as a big day, and the turning 
point. 

Mr. Richey, by the way, in his inimit- 
able way, is going to head up the bul- 
letin and place into the entire project 
the phrase “September Morn.” Whether 
he will illustrate the bulletin or not, he 























FOUNDED 1865 


THE PROVIDENT LIFE 
and TRUST COMPANY 
of PHILADELPHIA 


(Penna.) 


“Tantamount toa 
Sight Draft” 


A Provident Long 


Endowment is not 
only payable immedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount to a 


sight draft. 











1867 1921 
THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








WANTED Cixi occtnen ons 
Write the Home Office for further particulars. Here's an opportunity 


for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








won't say. 














































THE NATIONAL UNDERWRITER 





August 25, 1921 











Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 

Double Indemnity 

Premium Reduction 

Coupons 

Group Insurance 

(No frills or trimmings) 

Issues only 

Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 

















The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Come Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or lowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 
Farmers National Life Building 


3401 Michigan Ave. CHICAGO, ILL. 



























Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 



























GUARDIAN CONVENTION 
WAS MOST SUCCESSFUL 


(CONTINUED FROM PAGE 3) 
amount of insurance written by the 
agents through the plan is surprising. 
It runs much higher than where agents 
work directly from their own lists. The 
value of these leads averages above $9. 

The Friday morning session was 
given over to a discussion of conserva- 
tion of buiness. It was the consensus 
of opinion that every policy should be 
for a specific purpose and that the agent 
should make it his duty to find out as 
much as possible about his prospects, so 
that he may be able to judge their needs 
and plan something that will meet them. 
Among the things that life insurance 
will cover are credit, education, mort- 
gages, businesses, inheritance tax and 
charitable funds. All of these were dis- 
cussed in the light of presenting some- 
thing to the prospect that will benefit 
him specifically, as well as provide pro- 
tection otherwise to his family or other 
dependents. Speakers were Arthur Nie- 
meyer, Belleville; W. J. Will, Minne- 
apolis; F. C. Brinkman, Jr., Shreveport; 
George Hoffman, Chicago; L. L. Doyle, 
Tulsa, and E. R. Kigsley, Parkersburg. 

In the afternoon the discussion was 
on sales talks and securing medical ex- 
aminations. One of the ideas was so to 
present that subject to the prospect that 
he will grasp the value of the insurance 
and at the same time not fear the medi- 
cal examination, as so many do. 

R. A. Trubey of Fargo, in his address 
on “How I Build Up and Serve a 
Clientele,” said that he observed four 
features constantly: 

Cultivating the friendship of policy- 
holders. 

Community service. 

Service to policyholders. 

Honesty of purpose. 

He believes that the friendship of pol- 
icyholders is one of the big assets of a 
life insurance man. As to community 
service, his idea is that an agent should 
be well up in all community activities, 
should be known and have the confi- 
dence of everybody. Aiding his policy- 
holders in any way possible, especially 
in relation to meeting their premiums 
and solving their financial questions, 
will bring good returns. 

Mrs. N. E. Hunt of Fargo, N. D., 
made an interesting talk on the child 
endowment insurance which the com- 
pany issues. She is specializing on this 
feature and feels there is a great future 
for it. 

Officers of the Leaders’ Club for the 
ensuing year are: President, Arthur 
Baker, Tulsa, Okla.; first vice-president, 
C. K. Brust, Los Angeles; second vice- 
president, R. A. Trubey, Fargo, N. D 

Vice-presidents-at-large: Eastern Dis- 
trict, Paul Alexander, Brooklyn; South- 
ern and Southwestern District, Otis E. 
Stewart, Savannah; Central District, 
George Hoffman, Chicago; Northwest- 


ern, Mountain and Pacific District, 
George Leisander, San Francisco. 
Secretary, R. W. Graham, home 
office. 


Amicable’s $100,000 Club 


The $100,000 Club of the Amicable 
Life of Waco, Tex., met at Waco Aug. 
22-23. This club has been in existence 
only since Jan. 1, 1921, and 16 men have 
qualified for membership. 

A business meeting was held on 
Monday morning, a luncheon at noon 
and then another business session. 
Monday night they were entertained at 
a barbecue and Tuesday they had 
luncheon at the Spring Lake Country 
Club. 

Under President A. R. Wilson the 
Amicable is making a fine showing. The 
end of the year will show a healthy in- 
crease. 


A. L. Saltzstein, general agent of the 
New England Mutual for Wisconsin and 
northern Michigan, with offices in Mil- 
waukee, is chairman of a committee ap- 
pointed by Emanuel Temple of Milwau- 
kee, to build a new edifice to cost $350,- 
000. 
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Advertising Pencils Build 
Good Will and Bring Results 
Turn your prospects inte 
customers and your cus- 
tomers into friends b 
prepeeting them wit 
igh or Advertisin 
Lead Pencils, printe 
with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
and used—-so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


da “Ad” in the hand ie worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurance 
and investmentin a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 
Des M 








“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sez! 


This te a service eur mes 
appectate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES a-t see) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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| REVENUE BILL PASSED BY HOUSE | 


| 








The new revenue bill as adopted 
by the House on August 20, 1921, 
provides for the repeal of the insurance 
premium tax and all other insurance 
taxes, and substitutes a tax on the in- 
vestment income remaining after de- 
ducting 4 percent on required reserves. 
The parts of the bill as amended and 
adopted affecting insurance are as fol- 
lows: 
Taxes on Insurance Companies 


Sec, 242. That when used in this title 
the term “life insurance company” 
means an insurance company, engaged 
in the business of issuing life and an- 
nuity contract (including contracts of 
combined life, health, and accident insur- 
ance), the reserve funds of which held 
for the fuifillment of such contracts 
comprise more than 50 percentum of its 
total reserve funds. 

Sec. 243. (a) That in lieu of the 
taxes imposed by sections 230 and 1000 
there shall be levied, collected and paid 
for the calendar year 1922 and for each 
taxable year thereafter upon the net 
income of every insurance company a 
tax as follows: 

(1) In case of a domestic insurance 
company, 12% percent of its. net 
income; 

(2) In case of a foreign insurance 
company, 12% percentum of its net in- 
come from sources within the United 
States. 

Sec. 244. (a) That in case of an in- 
surance company the term “gross in- 
come” means the gross amount of 
income received during the taxable year 
from interest, dividends, and rents, 

(b) The term “reserve funds required 
by law” includes, in the case of assess- 
ment insurance, sums actually deposited 
by any company or association with 
state or territorial officers pursuant to 
law as guaranty or reserve funds, and 
any funds maintained under the charter 
or articles of incorporation of the com- 
pany or association exclusively ror the 
payment of claims arising under certifi- 
cates of membership or policies issued 
upon the assessment plan and not sub- 


ject to any other use. 
. . . 


W The new reves D. C., Aug. 23.— 


Sec. 245. (a) That in case of an in- 
surance company the term “net income” 
means gross income less 

(1) The amount of interest received 
during the taxable year which under 
paragraph (4) of subdivision (b) of sec- 
tion 213 is exempt from taxation under 
this title; 

(2) An amount equal to the excess, if 
any, over the deduction specified in 
paragraph (1) of this subdivision, of 4 
percentum of the mean of the reserve 





funds required by law and held at the 
beginning and end of the taxable year, 
plus (in case of life insurance companies 
issuing policies covering life, health, and 
accident insurance combined in one pol- 
icy issued on the weekly premium pay- 
ment plan, continuing for life and not 
subject to cancellation) 4 percentum of 
the mean of such reserve funds (not re- 
quired by law) held at the beginning 
and end of the taxable year, as the com- 
missioner finds to be necessary for the 
protection of the holders of such poli- 
cies only; 

(3) The amount of dividends included 
in the gross income; 

(4) In the case of life insurance com- 
panies, an amount equal to 2 percentum 
of any sums held at the end of the 
taxable year as a reserve for dividends 
(other than dividends payable during 
the year following the taxable year) the 
payment of which is deferred for a 
period of not less than five years from 
the date of the policy contract; 

(5) Investment expenses paid during 
the taxable year; 

Provided, That if any general expenses 
are in part assigned to or included in 
the investment expenses, the total de- 
duction under this paragraph shall not 
exceed one-fourth of 1 percentum of the 
book value of the mean invested assets 
held at the beginning and end of the 
taxable year; 

(6) Taxes and other expenses paid 
during the taxable year exclusively upon 
or with respect to the real estate owned 
by the company, not including taxes 
assessed against local benefits of a kind 
tending to increase the value of the 
property assessed, and not including any 
amount paid out for new buildings, or 
for permanent improvements or better- 
ments made to increase the value of any 
property; 

(7) A reasonable allowance for the 
exhaustion, wear, and tear of property, 
including a reasonable allowance for 
obsolescence; 

«8) All interest paid within the tax- 
able year on its indebtedness, except 
indebtedness incurred or continued to 
purchase or carry obligations or securi- 
ties, the interest upon which is wholly 
exempt from taxation under this title 
as income to the taxpayer. 

7 . 7 


(b) No deduction shall be made under 
paragraphs (6) and (7) on account of 
any real estate owned and occupied in 
whole or in part by an insurance com- 
pany unless there is included in the re- 
turn of gross income the rental value 
of the space so occupied. Such rental 
value shall be not less than a sum which 
in addition to any rents received from 
other tenants shall provide a net income 
(after deducting taxes, depreciation, and 





those States. For particulars 


ARE YOU THE MAN? 


If you are the right man you would be interested in the proposition of 
one of the larger Canadian Companies, up-to-date in every way as 
regards policy and agency contracts, which now operates in Michigan, 
Ohio, Illinois and Pennsylvania and wishes to extend its operations in 


Address 49-L, Care The National Underwriter 


Stating age, life insurance experience and other particulars of fitness. 








1851 





Seventieth 
Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
During this long span of years the Company has maintained a high 


reputation for fair and honorable dealing with 
policyholders and agents. 


William D. Wyman, President 
Winfield S. Weld, Supt. of Agencies 


1921 








GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. 8S. BRIDGEWATER 
325-331 Title Guaranty Bidg., 
St. Louis, Missouri 


Mgr. Missouri and Kaneas 


4. R. RAILEY 
401 Dalles County State Bank Bullding 
Dalles, Texas 


Mgr. Tezas and Oklaboma 


W. H. SAVAGE, Vice-President and Agency Director 








Jj. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 





Home Offices, Wichita, Kansas 

















MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 


INSURANCE IN FORCE...................... $70,000,000 





FULL LEVEL PREMIUM RESERVES 
Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW oannress 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 
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HOME OFFICE TOPEKA KANSAS 
THE BIGGEST POINT 


Any life insurance salesman who has “been thru the mill” sooner or later 
that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 

That is the big point that appeals to those live agents in Kansas who have 
been able to see something more than “a new company” in THE NATIONAL 
RESERVE LIFE, of TOPEKA. 

The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something o! cee value to themselves. 

NATIONAL RESERVE LIFE cies — built to sell in competition with 
any others. NATIONAL RESERVE Li FE field cooperation has been designed 
to fully satisfy the needs of good men rather than to tickle the vanity of home 
office executives. 

THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 
and bound to win. 

It has some unusual “ground floor’’ opportunities for the right kind of men. 
You'll want one! 
































Write al once for particulars, to 
GEORGE GODFREY MOORE, President. 





































Ouro Nationa Lire Insurance Co. 


CINCINNATI, O. 


OW is the ee Day of Life Insurance. It is the best time to get 

connected with a solid company and build a foundation for the future. 

Good business was never so easy to get. P. e in and are buying 
‘e insurance. 


The Ohio National pays agents well for their work and backs them with all 


its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, Tennessee, Michigan, 
Nebraska and Kansas. 


gent? W. | APPLEBY 


Secretary and Agency Manager 


A. BETTINGER 


President 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
P First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agen 
be of undoubted exper 


cy man: must 


and ability 








In Business Since 1862 







aS 





Li-FE INSURANCE COMPA 


OF BOSTON. MASSACHUSETTS 


all other expenses) at the rate of 4 per- 
centum of the book value at the end of 
the taxable year of the real estate so 
owned or occupied. 

(c) In the case of a foreign insurance 
company the amount of its net income 
for any taxable year from sources within 
the United States shall be the same pro- 
portion of its net income for the taxable 
year from the sources within and with- 
out the United States, which the reserve 
funds required by law and held by it at 
the end of the taxable year upon busi- 
ness transacted within the United States, 
is of the reserve funds held by it at the 
end of the taxable year upon all busi- 
ness transacted, 

Sec. 246. That every insurance com- 
pany not exempt under the provisions 
of section 231 shall make a return for 
the purposes of this Act. Such returns 
shall be made, and the taxes imposed by 
section 243 shall be paid, at the same 
time and places, in the same manner, 
and subject to the same conditions and 
penalties as provided in the case of re- 
turns and payment of income tax by 
other corporations, and all the pro- 
visions of this title not inapplicable, 
including penalties, are hereby made 
applicable to the assessment and collec- 
tion of the taxes imposed by section 243. 

7 . . 


Title V.—Transportation and Insurance 
Tax Repeals 

Sec. 501. (a) Subdivisions (a), (b), 
(c), (ad), and e) of section 500 and sub- 
divisions (b), (e), and (d) of section 501, 
and sections 503 and 504 of the Revenue 
Act of 1918 are repe:szed to take effect 
January 1, 1922. 

Section 230 provides for the income 
tax; sections 503 and 504 for the pre- 
mium tax; and section 1000 for the cap- 
ital stock tax. 

The bill now goes before the Senate 
finance committee for hearings during 
the early part of September and then to 
the Senate for action. 


Carnegie Class Graduates 


The 110 members of the Carnegie 
School class in life insurance salesman- 
ship at San Francisco were graduated 
last Saturday. Diplomas were pre- 
sented by Griffin M. Lovelace, director 
of the school. Speakers to the students 
included Frank E. McMullen of Los 
Angeles and J. B. Duryea of San Fran- 
cisco, trustee of the school. On Friday 
evening the students held a banquet. 
S. B. Thompson, president of the class, 
and J. P. Robinson had charge of the 
arrangements, 

The Northern California Life Under- 
writers’ Association gave a dinner Aug. 
16 to the members of the Carnegie 
School faculty, which was largely at- 
tended. The honored guests were Grif- 
fin M. Lovelace, Dr. Edward K. Strong 
and Charles J. Rockwell. Resolutions 
were adopted recognizing the high serv- 
ice rendered by these men and making 
them honorary members of the asso- 
ciation. The resolution was presented 
by Joseph H. Gray, general agent for 
the New England Mutual Life at San 
Francisco, and one of the most active 
workers for the Carnegie School. 


Ohio State Life’s Meeting 

The Ohio State Life will hold its an- 
nual meeting at the home office in Co- 
lumbus, Sept. 8-9. All of the company’s 
agents who qualify as members of the 
$100,000 Club will be guests of the Ohio 
State Life at the annual meeting of the 
National Association of Life Under- 
writers to be held in Cleveland, Sept. 
5-7. —_—_———. 
Gary National Convention 


The Gary National Life will hold its 
third annual convention at its home 
office Sept. 2-3. Many of its agents 
have notified the company they will at- 
tend this year’s conclave. An excellent 
program has been arranged for enter- 
tainment, as well as for business ses- 
sions. 

The volume of business secured and 
paid for the first six months of the cur- 
rent year exceeds the amount of paid- 
for business the corresponding period 
of last year. 


The Equitable of New York announces 
that W. L. Ambrose of Knoxville, Tenn., 
made the highest grade in scholarship at 
the school of salesmanship recently con- 
ducted in Atlanta. He received 100 per- 


















cent grade in the final written test. 











DIRECTORY OF 
LIFE INSURANCE 








ILLINOIS 








YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
ittsfield, Mass. 


of Pit 
105 So. La Salle 


CHICAGO, ILLINOIS 























The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 


Central West 


A Good Chance for 
Reputable Men 








“SOMETHING 


NEW FOR 
AGENTS” 








National 
American 
Life 

Insurance 
Company 








Burlington, Iowa 








“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


@ardida fifi 
neurance 


Home Office, Madison, Wis. 
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MODERN BUSINESS GETTING METHODS 





“Grand Old Man” of Northwestern Mutual 
Life at Philadelphia Tells Why He Led 
All Salesmen of That Agency Last Year 


BY E. 
66° RHE Philadelphia agency of the 
[Northwestern Mutual Life gave 
a dinner in honor of Thomas L. 
Fansler, who led the agency in 1920.” 

Just a bare little item tucked away 
at the bottom of the page. But there’s 
a big story in that one sentence—a story 
that tells of success made possible by 
hard work. 

The agents gathered round the ban- 
quet table in Philadelphia that night 
knew that the Grand Old Man had led 
the agency in 1920 with a cool $500,000. 
They were aware of that fact because 
the dinner was being given in honor of 
it. But—they did not know that Daddy 
Fansler was just closing his 38th year 
in the insurance game—11 years spent 
in the Philadelphia office of the North- 
western and 27 years in the Chicago 
ofice of that company. Nor did they 
know that throughout 1920, in addition 
to leading his agency, Mr. Fansler did 
not have a single rejection or declina- 
tion. 


Good Reason to Be 
Proud of His Record 


He had good cause to be proud of his 
record. Going through an entire year 
without a single rejection or declination 
is a wonderful achievement. Mr. Fans- 


SIMON 


BANKS 


| Most young men are proud of their 
young wives and their first two or three 
children. 

“If he is a man of middle life, you 
| can perhaps appeal to his pride. He 
| likes to be counted among the success- 
| ful men of his community. He likes the 
spirit of rivalry, perhaps. If you say, 
‘Your neighbor, Mr. Jones, has taken 
out a large line of insurance,’ Mr. Smith 
doesn’t want to be outdone and may 
take a little better line. 


| Approaching Man 

About 50 Years Old 

“If he is a man about 50 years of age, 
you have to use a little different way 


of approach. Appeal to his personal ex- | 


perience. He has been through the mill. 
, Some of his ventures have been success- 
ful, some unsuccessful. 

“Take the average man above 50 and 
he will almost invariably tell you that 
his life insurance has been the most de- 
pendable thing he has bought. 

“The best way to get a prospect is 
through letters of introduction through 
mutual friends. Letters from personal 
friends are not easily obtainable. Few 
men like to give letters of introduction, 
but they are very effective when they 
{can be secured. 





SAGE ADVICE FROM 


The essentials that go to make 
1. Pleasing personality. 


pect may desire. 
3. Very hard work. 


policy has been placed. 





Nine-tenths of every sale is personality. 
2. Easy, graceful way of imparting whatever information the pros- 


The best asset any agent can have is a host of loyal policyholders, 
who will say a good word for him and his company. ; 

You must get your business without any misrepresentation or con- 
cealment of any kind and then render the best possible service after the 


THOMAS L. FANSLER 


up a successful salesman are: 








ler said it was just simple, plain, ordi- 
nary luck and that he couldn’t do it 
again in 20 years. Yet a little over six 


months of another year have rolled by | 


at this writing and he still has not had 
a single rejection. 

What is the secret of Mr. Fansler’s 
success? Spencer Edmonds, prominent 


member of the Philadelphia bar, who is | 


a policyholder of Mr. Fansler’s, declared 
at that dinner that it was “cheerful per- 
sistency.” 


Nine-tenths of Every 
Sale Is Personality 


The Grand Old Man was asked just 
what the secret of success was and just 
how to go about making good in the 
life insurance game. 

_“Nine-tenths of every sale,” he said, 
“Is personality. 


¢ 


“1. Pleasing personality. 
3. Easy, graceful way of imparting 
whatever information the prospect may 
desire 

‘3. Very hard work.” 


Steps to Be Followed 
in Making a Sale 


a How does Mr. Fansler go about mak- 
Cr sale? Let him tell it himself. 

os a ot all, you've got to make your 
third or get your interview, and 
pe dha muse the man’t interest. How 
deo . a man's interest depends on 
cad matances that you have to grasp 
ape ze. after you get in to see him. 

€ Is @ young man, you can arouse 
erest by finding out if he is mar- 
and has the beginning of a family. 


his int 
Tied 


The essentials that go j 
to make up a successful salesman are: | 


a host of loyal policyholders, who will 
| say a good word for him and his com- 
pany. To have such clients you have to 
be perfectly fair with them: You must 
get their business without any misrep- 
resentation or concealment of any kind 
and you must render them the best pos- 


placed.” 


Arguments Mr. Fansler 
Uses With Success 


Here are some arguments that Mr. 
Fansler uses with success. 

To young men:—“The thing you need 
| most of all is protection for your wife 
and children. You will probably be suc- 
cessful and accumulate a fortune if you 
live. But there is always the question 
of an‘ untimely death that will thwart 
all your plans. An adequate line of life 
insurance can be bought on easy pay- 
ments. 
if you die and it’s good all the time.” 

“The best argument you can put up 
to business men,” said the Grand Old 
| Man of the Northwestern Mutual Life, 
“is protection. And the insurance, in a 
good standard company, does more 
| than give protection. It is a sinking 


| pass title. 





LETTER has been submitted to 
A me from an agent who says: 
“The talk about inheritance tax, 
administration, etc., as expenses inci- 
dental to death has several times re- 
cently led prospects to ask me for a 
form of will that reduces after-death 
expense to an irreducible figure. I 
would like to have a form of will con- 
taining the fewest possible words, and 
that permits the beneficiary to take 
possession of all property left by the 
decedent and do as he or she sees fit 
with it immediately. Also to answer 
these questions: 

1. Must the will be probated in any 
case? 

2. Must the 
three witnesses? 

3. Are members of the family com- 
petent witnesses? 

4. Can all property be left to the 
wife or must the children have a share, 
and if so, how much?” 

“Blank WIHII” Idea Decried 


This request for blank form of wills 
is one that I have decried. The whole 
object, purport and intent of a_ will 
seems to have been lost sight of by 
some life insurance men, The need, I 
suppose, is for elementary understand- 
ing of what a will is. Perhaps the fol- 
lowing may summarize what I mean: 

1. Title to personal property de- 
volves on death of owner to next of 
kin only by statute of descents. 

2. Title to same goes to others only 
by will and will is valid also by statute. 
(Statutes of Wills, Statute of William 
IV, which became part of law of the 
United States when we became a na- 
tion.) 

3. So, “inheritance” is not a natural 
right. 

Most States Require Probate 

4. Most states require probate to 
That is, until probate, title 
Others, however, do 


will be witnessed by 


is in abeyance. 


tae . | not require probate for title, but only 
The best asset any agent can have is | 


sible service after the policy has been | 


It’s good if you live, it’s good | 


to protect creditors. Indiana is notably 
in this latter class. 

So where no debts, no administration 
is needed in Indiana. 

5. Title by inheritance is held in 
most states to vest a title superior to 
title by bequest (by will). So in some 
states (one case in Indiana I tried to a 
finish on the question) a will that gives 
what the statute of descents gives will 
not even be probated. I haven’t looked 


up the question, but I think that is 
substantially the law in all states, 
6. It is apparent, however, that 


where a man wishes his property to 
go as the law would bestow it, that is, 
to his widow alone, if he leave only a 
widow; to his widow and _ children 
equally if he leave a widow and chil- 
dren, there is no advantage in a will. 
7. All this outcry for wills is like 


“Statistics show that only three men 
out of 100 reach old age with a com- 
petency or die and leave unencumbered 


estates. If you are absolutely certain 
that you are going to be one of those 
three, then you don’t need life insur- 
| ance.” 


| fund, or savings fund, which is a protec- | 


| tion against dependence in old 
should he live to be old.” 


| 
| An argument that Mr. Fansler (and 
| 


age, 


no doubt every carrier of the rate book) | ir 


butts up against every once in a while 

| is that the prospect says he has all the 
money he needs and doesn’t need life 
insurance. Here is the way he meets 
that objection: 


“‘T am too old and life ingurance 
costs too much.’ This is an argument 
very frequently heard from men after 
they reach age 50,” said Mr. Fansler. 


|“To that objection, I have the follow- 


ig: 
“*The law of mortality fixes the pre- 
mium rates so that whether a man is 40 
or 60, the rate is fixed by the same in- 
exorable law that determines just how 
much he should pay for his insurance.’” 


LIFE INSURANCE AND WILLS | 


Should Agent Try to Furnish Prospect “Blank Form”? 


R. McFEE 
the inaccurate talk about trusteeship. 
Many seem to think that you may get 
some sort of magic by naming a trustee. 
You cannot create a trust just by call- 
ing a man a trustee, just as you cannot 
fail to have a trust, if otherwise created, 
by not naming a trustee. The maxim 
of equity is “a trust never fails for want 
of a trustee.” The corollary is true, 
“a trust cannot be created by just nam- 
ing a trustee.” 


Specific Questions Answered 


Coming now to the specific questions: 

1. All wills that are valid testa- 
mentary dispositions must be probated. 
Probate, however, of an ostensible will 
may be declined for illegality in execu- 
tion, as well as failure to bestow an 
estate different from that which the law 
bestows. 


2. Two witnesses in some states, 
three in some, only one in others. There 
is much inaccurate understanding of 
how the will must be witnessed. On 
this comes nuncupative wills. Impor- 
tant cases on nuncupative wills often 
arise. 


3. No one taking a legacy is com- 
petent as a witness if the legacy stands; 
that the witnessing destroys the 
legacy. 

4. In some states the wife may elect 
to take her statutory rights. Under the 
old statute (William IV) and under 
the law of England still, I think, and 
under the law of some states, a wife 
may be entirely cut off of personal 
property. She takes dower (one-third 
for life in real estate) by reason of the 
coverture. Usually the wife takes at 
least one-third (as in Illinois) of per- 
sonal property against children or 
legatees—one-half if only one child. As 
to her, she may annul the will by elect- 
ing to take “under the law.” 


“‘Delivering the Goods”’ 
Only Secret of Texas 
Woman Agent's Success 


DALLAS, TEX., Aug. 23.—Mrs. W 
G. Rawls, district agent for the North- 
western National Life, with headquar- 
ters in Houston, was in Dallas “looking 
over the situation” this week. Mrs 
Rawls led the women of Texas in sell- 
ing life insurance last year, and in fact 
led about 90 percent of the men. She 
sold $800,000 of life insurance and on a 
half million of it premiums were paid in 
cash. 

“There is no great secret selling 
life insurance,” Mrs. Rawls “All 
you have to do is to have a policy which 
is worth what you ask for it, have con- 
fidence in yourself and faith in the peo- 
ple. Then you present your argument 
in a plain, common sense business-like 
manner and the sale is made. People 
want protection. Also they like to in- 
vest in something safe and _ certain 
When you can show them your propo- 
sition combines the two you have closed 
a deal. Life insurance does that.” 

Mrs. Rawls says it’s “all bosh” about 
people preferring to buy life insurance 
from a pretty woman rather than from 
a man. She declares people invest in life 
insurance because it is an investment 
and a protection and that they have no 
preference in their dealings. What they 
want is the goods. She says the main 
trouble appears to be the average life 
insurance salesman cannot present the 


1S, 





in 
says. 


subject in the right light; hence he 
misses a sale that the salesman who 
goes right at the heart of the thing 


closes up in a short time 
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Security Mutual Agents 
are successful 
WHY ? 


The reasons are many 


First —Our rates are right 


Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 


We can give good men good territory 
It are interested, address 
Cc Fr jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE CO. 


Binghamton, N. Y. 

















“FARMERS SPECIAL” 


Issued v yt 
Onl 


OF DES MOINES, IOWA. 


$5,000 TWENTY PREMIUM POLICY, AGE 35 


Amount of claim in case of natural death 

Amount of claim in case of accidental death 
$50.00 each week during lifetime in case of Total Disability. 
$5,000 Cash, age 65, if no accumulation used. 
16 Special Privileges incorporated in this policy. 


Reliable and energetic mn with or without experience may make a satisfactory 
connection for Iowa or South Dakota. 


On the 
Lives of 
Farmers 


JAS. H. JAMISON, President, Des Moines, Iowa 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


ame LATEST POLICIES AND AGENCY CONTRACT S71):87:\nE 
Openings OHIO, IND,, KY MICH. and W.VA Write Celambas 





Organized 1871 


. 7. 7 . 
Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 
Condition on December 31, 1920: 


$ 24,143,510.56 
21,803,452.41 


Capital and Surplus. 2,340,058.15 
Insurance in Force . 207,301,719.00 


Payments to Policyholders v . paces -o jo 
Total Payments to Policyholders Since — oa $25,823,269.97 
John G. Walker, President 


Liabilities 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now , 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*pyjs.e"* Pittsburgh, Pa, 





COMPANIES SPLIT 
ON PLAN FOLLOWED 


(CONTINUED FROM PAGE 1) 


The new rates of the three eastern 
companies are: 


Annual Premiums for each $5 weekly in- 
demnity for “Select” and “Preferred” 
Plan Plan Plan 
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Extra Preferred Risks 


premiums for 
“extra 
surgeons 


* annual 
weekly indemnity for 
risks” except physicians, 
dentists are as follows: 


preferred 


Annual Premiums for each $5 weekly in- | 
demnity for “Ordinary” risks (includ- | 
(except physicians, surgeons and den- 


tists.) 
Plan Plan Plan 
D 
$10.53 


Plan Plan 
E 


$9.30 $8.46 


Plan 
F 


: pipe inte” 
part 
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each $5 | 5: 


and | & 


| years 


| Man. 
| will go with him to the new company. 


Plan Plan 
D 


E 
18.60 15.64 


Ordinary Risks 


The 
weekly 
ciuding 
tists are 


premiums for each §§ 
for ordinary risks in. 
surgeons and den- 


annual 
indemnity 
physicians, 
as follows: 

Annual Premiums for each $5 weekly in. 


demnity for “Ordinary” risks (incled. 
ing physicians, surgeons and dentists) 
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Eugene Fretz, Jr. 

Fretz, Jr., for the past # 
agent at Grand Forks, N. 
Northwestern Mutual Life, 


Eugene 
state 
D., for the 


8 | has resigned to accept a similar position 


with the Great West Life of Winnipeg, 
His local agents at Grand Forks 


W. W. 
the Northwestern 
named as state agent to 
Fretz and will remove the state 
from Grand Forks to Fargo. 


M. H. Zacharias 


The Equitable of Iowa announces that 
M. H. Zacharias has joined its Detroit 
general agency firm, the new firm being 
Zacharias & Johnson. Mr. Zacharias 
has been in the business in Detroit for 
a number of years. He has been fora 
number of years memes. of the Canada 
Life at Detroit. John Johnson has 
been the general Ad. for the 


Fuller, associate state agent 

Mutual, has been 
succeed Mr 
offices 


| Equitable. 


i 





THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 





Insurance in force $38,782,271 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 


Capital and Surplus $684,153.80 


Assets in excess of $4,200,000 





Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 





Write J. R. KRUSE, Vice-President and General Manager 





———e 








months next birthday to 60 years. 


by State Endorsement. 


BASIL S. WALSH, Pres. 





HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 
This apn ny issues all modern forms of policy contracts from age § 
1 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary gonees contain a valuable Disability clause and are guaranteed 
GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
JOSEPH L. DURKIN, Secy. 





JOHN J. GALLAGHER, Treas fi 
—— a 











